





O dealer can make money 
today, with the factory 
pressing him to take more new 


cars than he ought to have= 
and his prospects pressing him 
for long trades on their old cars. 


JORDAN MOTOR CAR CO., Inc., CLEVELAND, OHIO 
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Turer months after the announcement of 
the new Hupmobile Six of the Century, orders forthiscarcon- 
tinue to strain Hupmobile production facilities to the limit. 


And now with the introduction of the great new Century 
Eight at the National Automobile Shows, Hupmobilestill fur- 
ther increases its triumph with the century’s greatest contri- 


butions to style, speed, power and value among both eights 
and sixes. 


Available Hupmobile territory is being rapidly absorbed. 
Write or wire for details of the Hupmobile franchise. 


Hupp Motor Car Corporation 


Detroit, Michigan 
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Why Not Make 1928 


Your Best Year for Profits? 


Popular Product 


Chrysler, through public acceptance, has advanced in 42 
months from 27th to 3rd place in sales—and still going. 


Popular Prices 


Chrysler’s new lower prices—*670 and upwards—the 
lowest pricesatwhichChryslersever have beensold—have 
even further increased the market for Chrysler dealers, 


Favorable Discounts 


Chrysler’s discounts are favorable to Chrysler dealers, 
More than competitive with others, they insure profits 
to holders of the Chrysler franchise on the volume 
which the new lower prices will inevitably attract. 


Fair Policies 


Chrysler dealers are contented. Factory policies are fair 
and reasonable, because they are made and adminis- 
tered by executives who have served their apprentice- 
ship in the field and on the sales firing-line. 


Chrysler offers the finest opportunity in the industry today. 
Public interest and patronage, as indicated at the national and 
local shows, were never keener. The product is of the finest. 
Discounts and territory mean the greatest profit possibilities, 
Why should not you, too, be a Chrysler dealer and make 1928 
your best year for profits? | 


Communicate with us for the detailed facts about 
the greatest profit possibilities in your territory. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 
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the FILLING STATION has taught 


the REPAIR SHOP «~*~ 


The one great problem confronting the repair shop and service sta- 
tion is not necessarily a problem of getting more business, but is a prob- 
lem of showing a fair profit on every dollar invested in shop labor— 
regatdless of the volume or nature of the work. In this respect, the fill- 
ing station operator has been able to gain a distinct advantage. He in- 
vests in the most efficient equipment in order to gain a few additional 
pennies profit on each day’s business. He modernizes everything. 


And particularly on labor costs has he learned to check profit 
leaks. Average lubrication men cost around 40c an hour—less than 
half of the cost of a skilled mechanic. Yet a few minutes saved on each 
labor hour, even for a 40c man, means the difference between profit and 
loss at the end of the year. The filling station operator knows this, and 
does not hesitate to invest in the Holmes Universal Auto-Lift in order 
to speed up the production of low-cost labor. | 


The repair man, on the other hand, is limiting the size of his bank 
account by handicapping his high priced mechanics. He is sending his 
dollar-an-hour men down underneath the job to work in cramped, in- 
accessible quarters. He is literally throwing dollar after dollar on the 
scrap pile of worn out shop methods. 


The Holmes Universal Auto-Lift has been designed especially to 
stop this great profit loss for the repair man just as it has stopped the 
smaller losses for the filling station operator. On the Holmes, the job 
is instantly raised or lowered to the exact height for quickest and most 
convenient service. There are no obstructions—either on the side or 
underneath. Wheels, brakes, and steering gear are entirely free. Crank 
case, differential, clutch, transmission—all the hard-to-get-at places are 
instantly and completely accessible. With the Holmes, labor costs are 
lower and profits higher. Part of this saving passed along to the cus- 
tomer gains his confidence and builds additional profits through the 
new business he sends you. 


Determine today to make your men earn a profit. Make it pos- 
sible for them to save hours on every day and dollars on every job. Ask 
your jobber or write the factory for further information. 


ERNEST HOLMES COMPANY 


CHATTANOOGA, TENNESSEE 
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The Holmes Universal Auto- 
Lift has been designed for speed- 
ing up repairs, lubrication, wash- 
ing, polishing and all service op- 
erations. It is shipped com- 
pletely assembled with only the 
guide rails detached. You can 
have it operating or can move it 
from one location to another in 
approximately 30 minutes. No 
expensive pits to dig, no con- 
crete work, no plumbing or air 
connections, and no slow, costly 
assembly of posts, bearings or 
pulleys. You don’t even have 
to bolt it down; simply attach 
the guide rails, connect the mo- 
tor and your profits begin at 
once. 


The Holmes Lift has a maxi- 
mum height of 4 feet 10 inches 
and can quickly raise or lower 
its capacity load to the ideal 
working height. The lifting 
cradle is long enough to receive 
all wheel base cars, and they do 
not have to be _ centered or 
blocked. Several men can work 
on a rush job at the same time. 
With the wheels free and ob- 
structions entirely eliminated, all 
parts of the car are easily and 
quickly accessible. Every oper- 
ation is speeded up to the utmost 
and the time of high priced me- 
chanics is released for greater and 
ever greater production. 


HOLMES 


UNIVERSAL 
AUTO-LIFI 
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Pay Your Rent 


with 


GRA/GRE, 


[ PRONOUNCED GREY-GREEN | % er 











... the new fluid lubricant for 
transmission and differential 






Zones 2 and 3—equally important 
with motor—should be lubri- 
cated with Graigrene, the fluid lu- 
bricant, not heavy, gummy grease 








EASY TO HANDLE 
SELLS QUICKLY 
PAYS 50% PROFITS 


Big profits await you in Graigrene, the new fluid 


Engineers advise 


fluid \ubricant 


such as 








lubricant for transmission and differential—two vital GRA! GRENE 
profit zones in every car in your territory. Auto instruction books advise against 
— ; use of heavy grease in transmission 
America’s 20,000,000 owners of automobiles, “etna ern = a 
trucks, busses, and tractors are quickly grasping the hawahie auth, 
{ ic] Graigrene lubricat rface, 

real need for Graigrene. The strong advertising be- every single naan sonay seston a 
{ { It wi iff l in cold 

hind Graigrene educates your quota of owners to a ney py * 
the wisdom of using this free-flowing lubricant in- . ate, Reene-gengane. Taare 
stead of heavy inefficient grease. Signs, hand-out _ That's why more and more motor- 
. " 7 , . ists are demanding Graigrene. Now 

pieces, electric light globes, Capacity charts, direct «get your share of the business. — 

mail—these help your sales in this new and hereto- > + 


fore neglected field. 
Right now every automobile in your territory GRA/ GRENE 








needs an average of 8 pounds of Graigrene—and is casy to handle 
you make 50% profit per pound. Every truck uses Deine dx enti on tent tae 
40 pounds or more—every tractor uses at least 50. Se 
Think of the profits from this new volume of Grai- a Se oe ae ee 
grene business in your town. ees bees i ek 























. . . : hould be “checked” as of 

Graigrene will pay your rent—get acquainted with — a 
it right away. Order from local jobber or write us Pe a eg ge: me 
d after first 500 miles—after that twice 
to ay. a year. ere par eo profits 
7 . oe fi . i ice— 
A wi With first 400 pound order, we give deal- all ue ae Glas an oa 

ip ers full Grazgrene lubrication equipment. _aeny. 

Manufactured by 


Viscosity Oil Company 
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All Makes of Cars 





This sign shows how Boston Garage, 
Bridgeport, Conn., keeps them com: 
ing. Battery charging is an im- 
portant part of its complete service. 


] oa G-E TUNG AR 
The best investment we ever made” 


So says the Boston Garage, a typical user of General Electric 
Battery Chargers. Their letter, one of hundreds we have received, 
follows: 

















About four years ago a twenty-battery Tungar was purchased. 
Our business increased so rapidly that we installed another. 
Now both are in use night and day. We consider it the best 


15-Battery Tungar $75 net investment we have ever made.” 
(East of the Rockies) 














The New 15-Battery Tungar opens up profit opportunities to every 
garage and service station. Has just one regulating switch and one tap 
switch. All you do is turn on the A.C. and regulate the current. It is ex- 
ceptionally low priced and the small space it requires gives you a profit- 
producing department at small cost. 





The New 30-Battery Tungar, an efficient, economical full-wave charger 
gives one-day service on one to fifteen 3-cell batteries. Current tapers 
automatically as charging nears completion. This equipment also charges 
30 batteries at 6 amperes. This is the best investment we know of to 
add to your present charging equipment. 














30-Battery Tungar $135 net 
(East of the Rockies) The coupon will bring details. Mail it today! 


SS a a ee ee 


r 
HEAVY DUTY | General Electric Company, 

Merchandise Department, (Section A-2) 

[ Bridgeport, Conn. 

| I am interested in getting profit out of an idle corner. 

[ () Send me literature on the new 15-battery Tungar. 
[1] Send me literature on the new 30-battery Tungar. 

REG. U.S. PAT. OFF. [ NO OBLIGATION 

[ 

| . 

| 

L 


























- [BATTERY CHARGER] 
la 


Tungar—a registered trademark —is found only 


on the genuine. Look for it on the name plate. Please print plainly 





GENERAL ELECTRIC 
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STORAGE BATTERIES 


» PREST-O-LITE BATTERIES intelligence and willingness of Prest-O-Lite 


























give you the greatest possible service no matter where you may drive your car. 
Pa! number of quick, positive “starts” . The Prest-O-Lite battery is a quality battery. 
¢ “wa and uninterrupted, brilliant illu- And the man who specializes on the Prest-O- 
us Ag) mination for the greatest possible Lite product is a quality man. He services 
0 a, number of hours. In other words batteries of every make—but he recommends 
they give you maximum dependability Prest-O-Lite products—because he knows that 
— because Prest-O- when he guarantees a 
Lite batteries are the M f Prest-O-Lite battery 
best batteries that can eee ont cunt ye | ng to you it will live up to 
be produced issue of The Saturday Evening Post. his promises—and to 
—and because of the : your expectations. 
PREST-O-LITE STORAGE BATTERY SALES CORPORATION Z 
INDIANAPOLIS, INDIANA TORONTO, CANADA OAKLAND, CALIFORNIA 
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4 a Successful Six 


2 now bids for Even 
* Greater Success 


Greater s ales 
Greater Profit 


with the 


NEW SERIES 


PONTIAC SIX 

























Even the spectacular sales and profits 
recorded by Oakland-Pontiac dealers dur- 
ing past months are now being surpassed. 
For, since the introduction of the New 
Series Pontiac Six — since its vivid beauty 
and scores of engineering advancements 
have become known—since the almost 
unbelievable value it offers has impressed 


than that enjoyed by former Pontiacs, 
the Oakland All-American Six is con- 
tinuing to attract more and more buyers 
with its brilliant beauty, its smooth per- 
formance and its extremely low price. 


Would you like to be numbered among 
the fortunate dealers who have two such 
superior Sixes to sell? Would you like to 

















itself on buyers’ minds— 


—QOakland-Pontiac dealers’ sales and 
profits have been increasing at a tremen- 
dous rate. 


acquire the franchise that covers these 
cars and offers additional advantages by 
the dozen? If you would, send for com- 
plete information concerning the Double- 
And as the New Series Pontiac Six is Profit Franchise. Fill in the coupon and 
winning a success even more spectacular be sure to mail it today! 


OAKLAND MOTOR CAR COMPANY, PONTIAC, MICHIGAN 


OAKLAND-PONTIAC 
Double-Profit 
- Franchise 


. 
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Motor Car 

Co., Pontiac, 


it Michigan. 


/ Pleasesend me, 
/ without obligation, 
the story of Oakland- 
Pontiac Double-Profit 
Franchise. 
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Whatever the Work 


The Ball Bearing Does It Better 


NLY the ball bearing is ever used 

exclusively throughout a motor car 
chassis. This serves to emphasize the fact 
that only the ball bearing has the qualities 

‘ necessary for encountering every type 
and condition of service. 





i 





issue€ 


777 os 


7 


A New Departure Ball Bearing is nearest 

to absolute perfection for radial and thrust 

loads whether constant, intermittent or 

// shock in nature— heavy loads at low 
Yj 
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7 speeds or light loads at extremely high - vr 
speeds. | \ on 
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Cars Off: Other 


Interests Good 


Ford’s Cement Plants, Paper 
Mills and Coal Mines 
Going Strong 


MANY BY-PRODUCTS 


DETROIT, Feb. 15—Despite the fact 
that its production of automobiles was 
greatly curtailed in 1927, the Ford 
Motor Co. achieved impressive produc- 
tion marks in other lines, according to 
an article appearing in the current 
issues of “Ford News,” the official pub- 
lication of the company. 

Manufacture of Ford Portland cement 
at the Fordson plant aggregated 687,- 
149 barrels, it is related. Cement manu- 
facturing equipment was installed in 
1924 to utilize waste slag from the blast 
furnaces and today Ford cement is 
widely distributed. 

Paper production totaled 3,951,254 
pounds. The company began the manu- 
facture of oil and waterproof binder 
board of high tensile strength in 1922 
as a means of salvaging the enormous 
quantity of waste wood, rags and paper 
on hand. The board is used in certain 
parts-fabrication and for shipping. 

A total of 2,935,942 tons of coal was 
removed from the company’s four mines 
in Kentucky and West Virginia, about 
half of which was sold to the public. 
The remainder was shipped to Fordson 
where valuable by-products were ob- 
tained and the resulting coke used for 
power purposes. Surplus coke was re- 
tailed to employees and others. 

By-products resulting from the cok- 
ing process in 1927 totaled 8,090,421 gal- 
lons of coal tar, which was burned as a 
fuel; 23,452,835 pounds of ammonium 
sulphate, sold as a fertilizer; 7,946,175 
gallons of motor benzol, purchased by 


(Turn to page 16, please) 


Heads Gabriel Sales 
CHICAGO, Feb. 16—H. D. Kinnear 
has been appointed sales manager in 
charge of factory sales by Gabriel 
Snubber Mfg. Co., and J. H. Shoe- 
maker has been appointed sales man- 
ager in charge of distribution. 








Receive Big Order by 
Trans-Atlantic Phone 








SOUTH BEND, IND., Feb. 14 
—The increased demand for 
American automobiles in Eu- 
rope was most forcibly indi- 
cated here this morning, when, 
at 9:09 a trans-Atlantic tele- 
phone order for 74 Studebaker 
and Erskine cars was received 
from The Hague, Holland—a 
distance of approximately 4700 
miles—by H. S. Welch, man- 
ager of export sales of the Stu- 
debaker Corp. 

The telephone order—which 
was for approximately $100,000 
worth of automobiles — was 
placed by L. W. Manson, Stu- 
debaker-Erskine distributor at 
The Hague. 











AC January Sales 
Reach New Peak 


DETROIT, Feb. 14—January pro- 
duction report of the AC Spark Plug 
Co. shows an increase of 25 per cent 
over January a year ago, the previous 
best January in the history of the com- 
pany, while employment figures reveal 
a gain of 16 per cent. The increase, 
according to B. W. deGuichard, presi- 
dent and general manager, is a reflec- 
tion of the continued healthy business 
condition within the automotive indus- 
try, as it represents a larger original 
equipment business to car manufac- 
turers as well as greater. resales 
through distributors and dealers. 





Erban Brings Mechanical 
Transmission to America 

NEW YORK, Feb. 14—Richard Er- 
ban of Vienna, inventor of a mechanical 
transmission which eliminates hand 
shifting, recently arrived in New York 
to discuss the American rights of his 
patent with his associates in this coun- 
try. 

Mr. Erban’s device, which is patented 
both abroad and in this country, has 
been adopted by the French Taxicab 
Co., said to be the largest in Paris. 


Whippet “Special” 
May Race at Fla. 


Will Attempt to Beat Four- 
Cylinder Mark of 142 
mph; Shaw Driver 


BENZ HOLDS RECORD 


DAYTONA BEACH, FLA., Feb. 14 
—An attempt to bring back the four- 
cylinder speed record to American soil 
will be made during the racing and 
speed events to be held here under 
American Automobile Association su- 
pervision this month. 

Authentic information here reveals 
that engineers are now busy in the 
Willys-Overland experimental depart- 
ment at Toledo, Ohio, tésting a special 
Whippet four-cylinder engine, using 
the standard Whippet cylinder size, 
with which they expect to send it 
across the Daytona Beach course at the 
fastest pace ever traveled by a human 
being in a four-cylinder car. 

In its attempt to establish a new 
world record, the Whippet has a mark 
of 142 miles an hour to shoot at, this 
record being established in 1912 by Bob 
Burman in a Blitzen Benz, a German- 
made car. 

It is said that the special Whippet 
engine being perfected for this speed 
dash will have no supercharger and 
will employ but one carburetor. It is 
pointed out that the Blitzen Benz 
which established the four-cylinder rec- 
ord in 1912 used an engine eight times 
the size of the Special Whippet power- 
plant. 

Information available here declares 
that the Special Whippet will be pilot- 
ed by Wilbur Shaw, well known racing 
driver. 





AC. Promotes Four 


FLINT, Feb. 11—Four executives of 
AC Spark Plug Co. have been promoted 
by B. W. deGuichard. R. B. Vessey is 
now assistant to the manager; L. B. 
Berger is manager of manufacturing; 
George Mann, Jr., becomes assistant 
secretary in addition to assistant treas- 
urer, and W. J. Langdon becomes 
assistant comptroller. 
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Heavy Schedules 
Follow the Shows 


Considerable Movement of 
Automobiles Into Hands 
of Buyers 


oe 


NEW YORK, Feb. 11—Generally 
heavy schedules by manufacturers who 
exhibited new cars at the shows are 
holding the total output for the auto- 
motive industry to levels slightly larger 
than those at this time last year. High 
sales totals were recorded at many of 
the shows and there is a considerable 
movement of cars into owners’ hands. 
In view of the good retail condition, 
factory shipments to dealers are in- 
creasing. 

Delay in large production of the 
Ford models is helping to some extent 
in swelling the totals of other manu- 
facturers, but aside from this, vigorous 
sales campaigns are being conducted in 
which dealers are receiving increased 
support from manufacturers. Though 
weather conditions are uniformly good 
throughout the country, the used car 
market is dull and this exerts a tem- 
porary retarding effect on new car 
sales. 

Increased attention being given by 
manufacturers to used car conditions 
promises much better merchandising of 
these cars during 1928. Dealers will 
have the assistance of specialized fac- 
tory executives in promoting sales of 
both new and used cars, and many fac- 
tories have plans now under way to 
make sales conditions much sounder. 





Car Deaths Gain in N. Y. C. 

NEW YORK, Feb. 13—Automobiles 
killed 1083 persons in New York City 
in 1927 as against 1066 in 1926, accord- 











Sales Chief 











M. O. Anderson 


M R. M. 0. ANDERSON’S 
particular forte is analyzing 
sales problems and this has 
won for him the general sales 
managership of Eldridge Buick 
Co., one of the largest distrib- 
utors of automobiles in the 
Pacific Northwest, with head- 
quarters at Seattle. He was 
formerly manager of the firm’s 
Spokane plant. 











ing to Frederick H. Elliott, director of 
Public Safety of the New York Auto- 
mobile Club. An analysis of these fig- 
ures, however, shows progress in the 
reduction of traffic hazards, as Mr. Elli- 
ott points out, because of the greatly in- 
creased number of automobiles on the 
streets. He also says that automobile 
fatalities involving children under 15 
years of age were 371 as compared with 
381 in 1926. 


Of the 1083 persons killed, 500 were 
run down by passenger cars. 


Motor Age 


Chrysler Demand 
Greatly Enhanced 


Public Interest, Following 


New Low Prices, Keener 
Than Ever 


—_—-—---—-- 


DETROIT, Feb. 15—Greater public 
interest in Chrysler cars than ever, at 
this season of any year, has followed 
the lowering of prices, effective Jan. 10, 
for its New “52” and Great New “62,” 
according to reports received by J. W. 
Frazer, Chrysler sales manager. The 
savings to the public range from $50 
to $100 on various body styles. 

In the “52” line three body styles, 
two of them closed cars, are now priced 
at $670 at the factory. They are the 
coupe, two-door sedan and roadster. In 
the “62” line the business coupe is fac- 
tory priced at $1,065, the roadster at 
$1,075 and the two-door sedan at $1,095. 

Distributors and dealers throughout 
the country are reporting greater at- 
tendance at their showrooms and larger 
buying volume, with many orders being 
booked for future delivery, according 
to factory checkings. Among the larg- 
est cities to report definite sales in- 
creases are New York, Chicago, Detroit, 
Philadelphia, Boston, Cleveland, St. 
Louis, Cincinnati, Atlanta, Baltimore, 
San Francisco, Los Angeles, Seattle 
and Dallas. Smaller market centers 
from every part of the country have 
also felt the greater Chrysler buying. 





Reichle With G. M. Export 


NEW YORK, Feb. 14—W. A. Reichle, 
who was formerly with the Ruggles 
Motor Truck Co. in Saginaw, in the 
capacity of chief engineer in charge of 
building bus bodies, has joined General 
Motors Export Co. 





+—4+-+4- 


We (Cannot Tell a Lie +-+-+- 





HE influence of George Washington’s birth- 

day is upon us, and we cannot deny that 
next week’s issue of Motor AGE will contain a 
number of excellent feature articles. 


Little Georgie, you will recall, if Rupert 
Hughes has not convinced you to the contrary, 
cut down a cherry tree and admitted it. Out on 
the West coast—to make an over-ripe simile— 
there is an automobile dealer concern that has 
cut down the pro-rating of overhead among all 
departments, and admits that this was effected 
through efficient effort of a service salesman. 
“The Service Salesman Pays the Overhead.” 


Do you know of any automobile dealer who 
succeeded without the help of salesmen, and sold 
10 carloads of cars in eight weeks? We cannot 
tell a lie—we do. In fact we know of two, it 
so happening that they are partners. To di- 
vulge more would be to spill the limas; just 
thumb the pages of the February 23 issue until 
you come to “A Dealer Success That Was At- 
tained Without Salesmen.”’ | 


Down in Texas there’s a dealer who decided 
to tell the truth, as he saw it, about used-car 
guarantees. The result is an article entitled 
“The Used Car Guarantee is the Bunk.” 
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Thanks Mr. Ellis, It's a Good Display 


GIVE a car for Christmas,” is strikingly carried out by this window display which was used by R. D. McKay Motor Co., 


Wichita, Kan., and sent to us by L. R. Ellis, sales manager of the company. 


This firm handles Willys-Knight and Whippet. 


We’re still looking for window displays that have sold spring merchandise. Who has ’em? 





Save a Life Campaigns 
for Two More States 


CHICAGO, Feb. 10—Following suc- 
cessful campaigns already conducted in 
New York, Massachusetts and Mary- 
land, the states of Louisiana and Ala- 
bama have announced Save-A-Life in- 
spection periods, according to an an- 
nouncement from the A.E.A. Greater 
Market Development, which originated 
the Save-A-Life idea. 

Governor O. H. Simpson of Louisiana 
has issued a proclamation setting the 
dates from Feb. 15 to March 8 as the 
inspection period and in Alabama the 
dates will be from Feb. 20 to March 17, 
according to Governor Bibb Graves’ 
proclamation. 

During these periods every motorist 
and truck operator in each state will 
be expected to drive into one of the 
Official Inspection stations, appointed 
by the state, to have an inspection of 
safety factors of his motor vehicle- 
brakes, lights, horns, steering, etc. 





Geghan-Allerton Again 
Takes on Studebaker 


SOUTH BEND, IND., Feb. 14—The 
resumption of Geghan-Allerton Co., 
Inc., Waterbury, Conn., distributor 
from 1922 to 1924, is announced by 
The Studebaker Corp. of America. 

Before completing the affiliation with 
Studebaker a group of executives of 
The Geghan-Allerton Co., headed by 
Joseph Geghan, visited South Bend and 


Inspected every feature of Studebak- 


er’s mammoth production, engineering 
and research facilities. 





Fuller Endows Scholarship 


SPRINGFIELD, MASS., Feb. 15— 
Henry J. Fuller, president of Rolls- 


Royce of America, Inc., and a member 
of the firm of Alfred & Co., New York, 
has endowed a scholarship at Worcester 
Polytechnic Institute to be awarded to 
the freshman who possesses the great- 
est amount of “Yankee ingenuity,” 
exhibited in his elementary work. 





Armstrong Heads Ottawa 
Car Dealers’ Association 


OTTAWA, ONT., Feb. 15—The an- 
nual general meeting of the Automobile 
Dealers’ Association held at the Lauren- 
tian Club, Feb. 3, saw the election of a 
complete new list of officers with the 
exception of the secretary, G. F. Arm- 
strong, who was reelected to that post. 

The occasion marked the retirement 
of W. H. McIntyre, general manager 
of the Ottawa Car Garage, from the 
presidency after faithful service for 
five years. 

The 1928 officers are as follows: Pres- 
ident, Bertram Lemlin, The Motor Co.; 
first vice-president, R. E. Horner, Hor- 
ner Motor Sales; Second vice-president, 
Max Runge, Ottawa Motor Sales; Secre- 
tary, G. F. Armstrong; treasurer, Clif- 
ford Hind, Jones & Hind Motors; audi- 
tors, Harry H. Pink, Pink & Blackburn 
Co., and George Jowsey. 





Hooey-ism y 


A good parts man can take 
a 30 per cent gross profit; sell 
all accessories for new cars, all 
parts for second hand cars, all 
employees of the company and 
their friends and lodge broth- 
ers, at cost; and still show a 20 
per cent net profit. 











Robert Bosch Magneto 
Corp. Adds Salesmen 


NEW YORK, Feb. 15—The follow- 
ing additions have been made to the 
sales organization of Robert Bosch 
Magneto Corp., Inc.; J. H. Connor, for- 
merly with the Flint Motor Car Co. of 
New York, will cover territory in and 
about New York City; R. M. Herbert, 
formerly with Motor Batteries Co., Inc., 
Memphis, will cover Maryland, Dela- 
ware, Washington, D. C., and Virginia; 
F. J. Mackey, formerly with the Ameri- 
can Bosch Magneto Corp., will work in 
northern New Jersey; E. F. Moss, for- 
merly with the Buffalo Ignition Sales 
Co., will cover western New York State; 
F. P. Burkholder, formerly with the 
Illinois Auto Electric Co., is assigned to 
territory in and about Chicago, and A. 
F. Wagner, formerly of Wagner Spe- 
cialties Co., will operate in Ohio, Ken- 
tucky and portions of Indiana. 





J. E. Carroll Manager of 
Studebaker at Charlotte 


CHARLOTTE, N. C., Feb. 15—J. E. 
Carroll has been appointed manager in 
charge of the local branch of the Stude- 
baker Corp. of America. 

Mr. Carroll has been connected with 
the sales organization of the Stude- 
baker corporation for some time and 
has spent the last several months work- 
ing out with the Charlotte branch. 





Upton With Apollo 


KINGSTON, N. Y., Feb. 14—Fred- 
erick P. Upton has resigned as vice- 
president of the Splitdorf Electric Co. 
to become vice-president of the Apollo 
Magneto Corp. of this city. Mr. Upton 
was connected with Splitdorf for 15 
years. 
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Shows Rebuilt As 
Trade Expositions 


Attendance and Buying No- 
tably Strengthened at 
Big Exhibits 


NEW YORK, Feb. 14—The work be- 
gun four years ago to strengthen the 
national automobile shows as trade ex- 
positions was carried a long way toward 
completion in the exhibits just held in 
New York and Chicago. Trade atten- 
dance and trade buying interest were 
much stronger than in any shows of 
recent years, yielding satisfactory re- 
sults to virtually all exhibitors and ex- 
ceptional returns to companies which 
had worked out particularly effective 
means of attracting attention. 

S. A. Miles, show manager, the Na- 
tional Automobile Chamber of Com- 
merce and the Motor and Accessory 
Manufacturers Association, began work 
back in 1924 to strengthen the trade 
character of the shows. The first move 
was the establishment of trade days, 
originally Friday and Saturday, before 
the shows were open to the public, and 
later Monday and Tuesday. These days 
provide free admission to the trade and 
many thousands of credentials are 
mailed to promote attendance. The 
plans developed served to bring the 
trade into the shows without cost and 
also get their attendance started early 
in the week. 

The trade interest building plan was 
given still further impetus when manu- 
facturers and jobbers, working together 
in the shop equipment sections, con- 
ducted active canvasses in large areas 
around the two show cities to develop 
trade attendance. 

With between 300 and 400 jobber 
salesmen in each of the show areas 
actively promoting the shows and the 
shop equipment sections by distributing 
shop equipment tickets in their calls 
on customers, a substantial increase in 
trade attendance was brought about in 
1927 and further enlarged this, the 
second year of the shop equipment sec- 
tion plan. 

The shop equipment section develop- 
ment helped parts and accessory ex- 
hibitors as well because tradesmen 
brought into that section by mail or 
personal solicitation later visited the 
other parts of the show. 








Mogge Leaves A.E.A. 


CHICAGO, Feb. 10—Arthur R. Mogge 
has resigned as manager of the mer- 
chandising division of the A.E.A. 
(greater Market Development, effective 
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Getting Ahead in Business 





YEAR ago, Myrtle Shadroe, 

leaning on her mop, spelled 
out our advertisement in the daily 
paper. She wrote for our course 
and in just one short year has be- 
come a private secretary. Even 
‘more important, she has accom- 
plished this without bothering to 
learn to use the typewriter! How 
did she do it? And can you do as 
well? Read sample lesson number 
one, following. Here it is: 


Dress up in your best clothes. 
Find a company with more than 
the usual number of impressionable 
executives. Fall on the sidewalk 
in front of the one you choose to 
work for, crying, “My ankle!” He 
will pick you up. Then represent 








From Parlor Maid to Secretary in One Year 


yourself as a secretary. out of work 
with a mother and sister dependent 
on you for their singing lessons. 
Having obtained your job, make 
yourself useful to the executive. 
This calls for finesse because the 
idea is to get in so strong with him 
before he finds you can’t type, that 





he won't let you go when 
he learns the truth. 


of funny marks and then lose the 
book. If he wants to dictate direct- 
ly to the typewriter, kid him out of 
it. Tell him, laughing and showing 
your dimple, “No, Mr. Smith, I 
never typewrite on Fridays. That’s 


When he | 
gives you dictation, make a lot | 





fish day.” After a while he will get 
tired of trying to get anything 
done and hire an assistant for you. 





Feb. 1, and has engaged in the adver- 
tising agency business under the name 
of Arthur R. Mogge, Inc., with offices 
at 307 N. Michigan Ave., Chicago. 

For four years, prior to the inaugu- 
ration of G.M.D., Mr. Mogge was mer- 
chandising director of the Automotive 
Equipment Association. During the 
past year he has continued this same 
work as a division of G.M.D. 


Rogers Leaves Siko-Lite 

MERIDEN, CONN., Feb. 16—Siko- 
Lite Corp., manufacturer of patented 
headlight non-glare bulbs, has moved 
to Unionville, Conn. B.C. Rogers, gen- 
eral manager, has resigned. 

Prior to Mr. Roger’s connection with 
Siko-Lite Corp. he was for many years 
with the Connecticut Tel. and Electric 
Co., this city. 


—————oOoO 
————e 
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A Country With 
Only One Auto 


Anticosti’s Chrysler Has a 
Filling Station All 
to Itself 


—_— 


DETROIT, Feb. 13—Anticosti, an 
island in the mouth of the St. Lawrence 
river, is a large country, 140 miles long 
and 40 miles wide, but it has only one 
automobile—a Chrysler sedan. 

The car has several distinctions. It is 
perhaps the only automobile in the 
world that has its own private filling 
station. It bears no number plates. Its 
driver has no license. It is not regis- 
tered by any government. Operating a 
car in Anticosti is just like operating 
it in your own back yard, without ever 
going out on the public highways. 

Anticosti, says a magazine writer 
who visited it recently, is the largest 
and most curiously administered private 
domain known in modern history. The 
whole island, with 3100 square miles of 
area, a town, churches, a chateau which 
cost a million dollars or more, forests, 
minerals and other natural resources of 
uncounted value, was for 30 years the 
property of Henri Menier, the French 
chocolate king. 

Until his death in 1914 it was his 
private hunting and fishing ground, an 
experimental station where he worked 
out social and economic theories of life, 
a feudal seignory in which his word 
was law for all the inhabitants. He 
owned it as another man owns a watch 
or his golf clubs. Local tradition says 
it cost him $120,000 a year. As he 
spent only two months of the year there 
his hunting and fishing stood him in 
about $2,000 a day. 

The island has passed into the pos- 
session of the Anticosti Corporation, 
which now operates it as a lumbering 
property, the largest in the world, with 
enormous reserves of timber, including 
15,000,000 cords of pulpwood ready to 
be cut. 


Russian Car Company to 


Increase Its Production 
WASHINGTON, Feb. 14—An _ in- 
creased production by the Amo Co., 
automobile manufacturers at Moscow, 
Russia, is reported to the Department 
of Commerce by its representative. 
The company will manufacture 1500 
automobiles during the current year. 
The company’s production during 1927 
Was 425 units. 


—_—— 


Car Men Leave for South 
NEW YORK, Feb. 11—Alvan Ma- 
cauley, president of the Packard Motor 
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What Education 1s —Most Needed 2 


By W.S. ISHERWoOoD, 
General Sales Manager, AC Spark Plug Co. 


WE all have the same problem—to learn to use what is available in 
order that we may have a better understanding of our business. 


The duty of each one of us, starting with those at the head of the 
business, is to keep on learning how to use what we have, working all 
the time for a better understanding regarding what we need to do. 


So it goes all along the line—a better understanding between the 
head of the business and those in charge of each department, and be- 
tween the department head and his co-workers. 


Can you just picture what wonderful success you would have and how 
easy it would be to run your business successfully if every one in your 
organization understood his job thoroughly? 


An employee who lacks understanding may do more harm than good. 
The alert dealer will, therefore, take regular inventory of his employees, 
as well as of his stock. He can easily find out when and where a better 
understanding is needed. 


In order to do this—and accomplish this better understanding be- 
tween the head of the business, department heads and others—it is sug- 
gested that the head of the business get his organization together with 
the idea of learning what is being done and what can be done to take 


everybody in their work. 





full advantage of the possibilities of the business. 


The first meeting will bring out how very little is understood regard- 
ing how to use the things that are available to run a successful business. 
A vigorous and constructive handling of the situation will bring about 
not only better results, but more pleasant relations, and happiness of 








Car Co. of Detroit, and Lee J. East- 
man, president of the Packard Motor 
Car Co. of New York, left New York 
Saturday, Feb. 4, for a three weeks’ 
trip to Bellair, Florida. 

They were accompanied by Gov. Ful- 
ler of Massachusetts and R. B. Parker, 
president of Philadelphia Packard Co. 





Marmon Perfects System 


of Territorial Offices 
INDIANAPOLIS, IND., Feb. 11— 
With its regional system perfected, 
Marmon now has managers in New 
York, Chicago, Atlanta, Indianapolis, 
Kansas City, Mo., and San Francisco. 
Each regional office has a complete 
sales and service staff. The purpose 
of the system is to establish a closer 
contact with distributors. 





Heads Broadway Ass’n 

NEW YORK, Feb. 10—Lee J. East- 
man, president of the Packard Motor 
Car Co. of New York, has been unani- 
mously reelected president of the 
Broadway Association. Mr. Eastman 
is also chairman of the joint legislative 
committees of the Automobile Mer- 
chants’ Association of New York, Em- 
pire State Automobile Merchants’ As- 
sociation and the Brooklyn Motor 
Vehicle Dealers’ Association. 


Dodge to Equal 
Biggest Output 


DETROIT, Feb. 13—In a statement 
issued today, John R. Lee, general sales 
manager of Dodge Brothers, Inc., de- 
clared that the company will be produc- 
ing as many cars daily by March 1 as 
it has ever made. The prediction was 
made on production schedules which 
have been adopted for February. 

Mr. Lee said that the company at the 
present is turning out approximately 
600 of the new Victory Six jobs a day. 
This schedule will be increased as rapid- 
ly as production facilitiees will permit, 
so that by Feb. 15 it will amount to 
1000 a day, and by March 1 to 1300 
a day. The company, he declared, has 
experienced an increase in demand for 
the Senior Six since the introduction of 
the Victory, and total production of 
four-cylinder, Victory and Senior pas- 
senger cars and Graham Brothers com- 
mercial vehicles will approximate 1650 
units daily by the end of the month. 


—_— 


Wieland Goes Abroad 
NEW YORK, Feb. 10—H. A. Wie- 
land, regional sales manager for Europe 
of General Motors Export Co., has re- 
turned to London. 
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Shows Indicate 
Public Interest 


@ me 


Dealers Confident of (Good 
Trade During First 
Half-Year 


NEW YORK, Feb. 15—Continued 
heavy attendances at automobile shows 
in all parts of the country give increas- 
ing evidence of public interest in the 
1928 automobile. Though, this interest 
has not been evidenced in unusual re- 
tail buying to date, dealers everywhere 
express confidence of record sales soon 
to be under way and to continue through 
the first half of the year. 

Delay in the actual placing of orders 
is ascribed in many cases to unsettle- 
ment in the public mind as to the course 
of prices. Revisions occurring at the 
time of the New York show are held 
mainly responsible for this though there 
has been a general steadying since and 
the Chicago show concretely indicated 
that prices are now, for the most part, 
firmly fixed. 

To some extent delay in buying is 
due to poor market conditions for used 
ears in practically all parts of the 
country. Though used car stocks are 
not unduly large they have been slow in 
moving and this has held back car 
movement. Dealers, too, are holding 
firm for lower allowances on trade-ins 
in view of the recent price reductions 
and owners are inclined to resist, at 
least temporarily, the reduced valua- 
tions. | | 

Good sales conditions are reported 
from an increased number of centers, 
New England and the Pacific Coast 
coming into the market more strongly, 
and the Southeast and the Central West 
upholding recent good business. The in 
dustrial centers of the Middle West also 
report better business, due to improved 
conditions within the industry itself. 





Minnesota Rates Up 

ST. PAUL, Feb. 14—Rates on public 
liability and property damage for vehi- 
cles due for increase March 5 by the 
National Bureau of Casualty and Sure- 
ty Underwriters will be higher, but they 
will be about 50 per cent less than 
planned in December. 

Rates for cars will be 15 per cent 
higher in the three large cities and 20 
per cent for the rest of the state. Prop- 
erty damage rates for cars will be in- 
creased eight per cent in the three ma- 
jor cities and four per cent elsewhere. 
Truck liability charges will be 10 per 
cent higher in the three cities and six 
per cent in the rest of the state. 





Did You Ever See 
This Customer? 


By WALTER L. BECKER 


He enters the new car show- 
room with a large, evil smell- 
ing, black “Cabbage-El-Ropo” 
between the teeth, preferably 
the back jaw teeth. 


Asks the salesman who ap- 
proaches to page a salesman. 


After salesman has intro- 
duced himself as such, gives 
him the slow once-over in the 
Same manner he would a dead 
fish. 


Inquires if the cars dis- 
played are the only used ones 
in stock. 


Picks out the most expensive 
model and raises the hood. 


Has the salesman lecture on 
the whole car, starting with 
the radiator emblem and end- 
ing at the tail light. 


During the discussion points 
out all the bad features for 
which former models were 
noted, that have been retained. 


All statements answered 
with three words: “Is Zat So?” 
When he lower the hood, sees 
that it leaves an _ artistic 
scratch on the radiator shell. 


After lifting the front and 
rear seats he is careful not to 
return them to their proper 
places, then remarks how un- 
comfortable they sit. 


Mentions a few friends who 
have had nothing but repair 
bills since buying the same 
model. 


Brushes up against a rear 
spring hanger and then growls 


like a Bull pup because 
trousers collected a grease 
spot. 


Gives the salesman the al- 
ternative of buying a new pair 
of trousers or a whole suit. 


Then, after refusing to risk 
reputation by being seen in the 
car during a demonstration, 
gives the salesman hell be- 
cause his old car is obsolete 
and only worth $50. 











Winslow Sails for Europe 
NEW YORK, Feb. 14—William V. 
Winslow, personnel manager of General 
Motors Export Co., sailed Feb. 9 on 
the S. S. New York for London. 
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Canadian GM to 
Sell Road Service 


Emergency Truck Will Aid 
Motorist: Payment by 
Taximeter 


DETROIT, Feb. 14—General Motors 
of Canada has inaugurated a standard- 
ized motor road emergency service for 
the whole of the Dominion of Canada. 
Designed by the engineers at Oshawa, 
a number of trucks which are believed 
to be the most advanced thing in road 
emergency trucks today have been built 
and are in service. The corporation an- 
nounces that within a short time large 
scale production of these trucks will 
be started at the Walkerville plant 
which was recently reopened. 

According to H. H. Henchel, general 
sales manager of the truck and coach 
division of General Motors products in 
Canada, every General Motors branch 
in the country will be equipped with at 
least one of the new trucks, which will 
always carry two men specially trained 
for road emergency road work. 

“From the interest shown by our 
dealers and the orders they have al- 
ready placed,” said Mr. Henchel, “there 
is every reason to believe that every 
large dealer in Canada will in a short 
time secure one of these trucks. This 
is in addition to the ones we shall have 
at our branches.” 

The unique feature of these emer- 
gency road trucks is the system of 
payment. This is by meter just the 
same as a taxicab. A motorist, for ex- 
ample, gets into an accident. All he 
has to do is to telephone the nearest 
General Motors dealer, who, if he hasn’t. 
one of these emergency trucks himself, 
will notify the branch in that city or the 
nearest dealer who possesses a truck. 
When the emergency truck leaves the 
garage the meter starts registering 
so many cents a mile and also a charge 
by the hour. 

When the wrecked car is brought to 

(Turn to page 20, please) 





Stanley Plants to be Sold 

HARTFORD, CONN., Feb. 11—The 
Bridgewater plant of the Stanley Works 
is to be sold and authority to dispose 
of the Massachusetts plant will be re- 
quested at a meeting of the stockholders 
the last of this month. 


The company has not used the plant. 


in some time, the equipment having 
been removed to Bridgeport, this state, 
when the Stanley organization acquired 
the more modern plant of the American 
Tube & Stamping Co. 
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What’s Coming in Motordom 
ey te Ge oncencescenecnoenns April 9-13 CONVENTIONS 
eee ee + oxi a theeceek ened March 3-11 a 
Feb. 21-25 Miami, Fla., Cinderella Auditorium, Automotive Equipment © Association, 
POON Ges os +0 ere en anne ne sss Feb. 23-25 Feb. 18-25 Grand Hotel, Mackinac Island, 
PR ences gag Mw ante A Nata Omaha, Neb., Municipal Auditorium, . June 10-16 
Automotive Equipmen ’ Oct. 22-27 Feb. 20-25 Automotive Equipment Ass’n, Coliseum, 
SORE, SERINTS oo cessecerees March 8-12 Plainfield, N. J., Amusement Academy CED cccccccvceccocceseces Oct. 22-27 
ee ei Feb. 19-25 Feb. 18-25 Automotive Service Association of New 
Bethlehem, Pa., ong = 3m sialon: March 10-17 Quebec, Can., Drill Hall....Feb. 25-March 3 York, Annual Banquet, Hotel 
‘Boston, Mechanics Bldg. ..... Feb, 12-19 Salon, Automobile Salon, Inc., Palace BE astckctesccnncseeenmebeads March 8 
‘canton, Ohio, Land aaa pre, Re Hotel, San Francisco,..Feb. 25-March 3 North Carolina Automotive Trade Ass’n, | 
Casper, Wyo., Arkeon March 5-8 an _ Bernardino, Cal., National Orange Annual Meeting, Charlotte......Feb. 23 
Academy ....+-: dit win... Reb 90-25 I I i na onl ee heel Feb. 16-26 Society of Automotive Engineers, 
Deadwood, 8. D., Auditorium --.7 March 3 San Diego, Calif..........0000. March 10-15 Chateau Frontenac, Quebec..June 26-29 
Denver, Auditorium ...... ee eb, 20-25 Schenectady, N. Y., State Armory, Texas Automotive Dealers’ Association, 
Des Moines, Coliseum m. Feb. 26-March 3 Feb. 20-25 Gunter Hotl, San Antonio..April 16-17 
Evansville, Ind., Coliseum, ¥eo. ech 10-17 Sioux City, Iowa, Armory ....... Feb. 22-25 


Worth, Texas ,; 
ta Calif., Civic Auditorium. .Feb. a 
Greenfield, wie State AROS . a> a. oe 
Greenville, S. C...--.seeeseecceces . - 
. J., Arcola Auditorium 

Hackensack, N. J — DieMareh 

d, Conn., State Armory..Feb. - 
a N. Y., State Armory.. .March 5-10 
Johnstown, Pa., a, ictal 2 


Sioux Falls, S. Dak., Coliseum.March 28-31 

Springfield, Ill., State Arsenal..March 7-10 
Springfield, Mass., Municipal Audi- 

I nnn wh Oe oe cniewiad Feb. 27-March 3 
*Tampa, Fla., Davis Island Coliseum, 

March 29-April 5 

Trenton, N. J., State ‘Armory ..Feb. 18-25 





*Will have special shop equipment exhibit. 


RACES 


Atlantic City, N. J. Cee eceresccesces May 5 
Daytona Beach, Fla., series of stock car 
races and world’s speed trials, 


Feb. 15-23 
ND eth a wie beeen keane eee June 
EE ECE RAS AE ea May 30 





——— 


Great Lakes Ore Boats 


to Carry Automobiles 


DETROIT, Feb. 15—The Western 
Transit Co. will move its offices from 
Gladstone, Mich., to Detroit, where it 
will make a bid during the coming 
shipping season to carry automobiles 
on its ore boats upbound on the Great 
Lakes. The company plans to utilize 
the waste space on the boats on their 
upbound trips for the shipping of auto- 
mobiles to such ports as Chicago, Mil- 
waukee, Green Bay and Duluth. Dam- 
age to cars will be reduced to a negli- 
gible factor by the use of a number of 
new safety devices. 

The company holds contracts with 
the owners of six fleets of ore vessels 
which means that more than 50 ships 
will be available, providing a daily load- 
ing capacity of a minimum of 400 cars. 

Officers of the company are: W. S. 
Jenks, vice-president in charge of traf- 
fic; Walter J. Foley, vice-president in 
charge of operation, and H. B. Smith, 
Detroit traffic manager. 


Washington D. C. Show 
Also Sets New Record 

WASHINGTON, Feb. 10—The eighth 
annual automobile show held under the 
auspices of the Washington Automo- 
tive Trade Association closed last 
nght, having broken all previous 
records for both attendance and sales. 
The show was closed with a fanfare of 
ttumpets and automobile horns that 
teminded the 15,000 visitors to the show 
of the birth of a new year. 

At 10.30 the lights flashed intermit- 
ently, three bands played “Home, Sweet 
Home” and “Auld Lang Syne,” as 
thousands of voices sang the familiar 
‘trains. Throughout the week of the 
show women at all times predominated. 





The total attendance was estimated as 
having passed the 80,000 mark. 

The show committee consisted of 
Rudolph Jose, Edward M. Wallace, 
president of the Washington Automo- 
tive Trade Association; John Dugan 
and Frank P. Stewart. 





Oldsmobile Dealers Dine, 


Hear Speeches, See Show 
CHICAGO, Feb. 13—Several hun- 
dred Oldsmobile dealers from the Mid- 
dle West were guests of the Olds Mo- 
tor Works at a recent banquet and jolli- 
fication held in the Hotel Congress. 
Following the banquet, which featured 
short addresses by several Oldsmobile 
officials, an elaborate program of vaude- 
ville acts was staged. 





Kiefer With World Bestos 

PATERSON, N. J., Feb. 14—A. D. 
(Tony) Kiefer has joined the World 
Bestos Corp. as a salesman, covering 
the Northwestern territory. 

Joseph M. Grace, who has been cov- 
ering the New York City territory, has 
been transferred to St. Louis. He will 
cover the nearby points in that district. 

J. N. Kirk, sales manager, announces 
that January sales of Grafild brake lin- 
ing established a new high-point. 





Hooey-ism 


A good parts man always 
has parts for new models by 
the time the cars reach the 
dealer, although he is never 
given a complete parts book on 
a new model until eight months 
after that model comes out. 











Believe Brake Situation 


Satisfactorily Adjusted 

CHICAGO, Feb. 11—The possibility 
that any cars except Ford will be re- 
fused registration because of illegal 
braking systems is now believed to be 
entirely eliminated, according to rep- 
resentatives of the leading brake man- 
ufacturing companies. 

D. K. Moore, sales manager of the 
Bendix Brake Co., declares that the 
question has been satisfactorily settled. 
The new law to be presented to 11 east- 
ern legislatures as a result of the re- 
cent meeting of motor vehicle commis- 
Sioners on this subject reads as fol- 
lows: 

“Every automobile shall be equipped 
with at least two braking systems with 
two separate means of application each 
operating on at least two wheels and 
each of which shall suffice to stop the 
vehicle within a proper distance. If 
these two systems are connected in any 
way, they shall be so constructed that 
the failure of any one part of the op- 
erating mechanism shall not leave the 
automobile without brakes on at least 
two wheels.” 


2 a ee 


Continental Motors Corp. 
Provides Group Insurance 
DETROIT, Feb. 11—Continental Mo- 

tors Corp. has made available to its 
employees and their families four mil- 
lion dollars’ worth of old-line life and 
disability insurance, under the so-called 
group plan. The insurance will cost 
each employee only 60 cents a month, 
and is applicable to all those employed 
by the company, irrespective of age, 
sex or physical condition, without medi- 
cal examination, providing that such 
employee is actively engaged and has 
completed three months of service, 
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Cars Off: Other 


Interests Gain 


Ford’s Many Activities Show 
Excellent Health With 
Prospects Good 


(Continued from page 9) 


motorists; and 10,914,757,000 cubic feet 
of gas, some of which was utilized at 
the Fordson plant and the remainder 
sold to the local gas company. The coke 
remaining totaled 753,017 net tons. 

At the company’s body factories, 
located in the hardwood districts of 
upper Michigan, wood waste by a dis- 
tillation process was made into 25,234,- 
160 pounds of charcoal briquets, 2,153,- 
908 pounds of calcium acetate, 2,718,568 
pounds of hardwood pitch, and several 
acids, oils, and alcohols of commercial 
value. 

The Ford iron mining properties in 
upper Michigan yielded 110,000 tons of 
ore, approximately one-fifth of the 
yearly demand of the blast furnaces. 
At Fordson 338,501 gross tons of pig 
iron were produced. Open hearth ingots 
aggregating 173,342 gross tons were 
recorded by the steel mill in its first 
year of operation. More than a thou- 
sand tons of ingots are now being pro- 
duced daily and the mill is not yet work- 
ing to capacity. 

Ford carriers on fresh and salt waters 
traveled nearly 425,000 miles during 
1927 and handled approximately 2,265,- 
435 tons of automobile and tractor 
parts, coal, cotton, lumber and other 
commodities. Twenty-one ocean and 19 
lake ports were visited by the fleet of 
eight vessels and the motorship Henry 
Ford II alone handled 1,014,750 net 
tons of ore, coal and stone in the past 
season, said to be a record for the 
Great Lakes. 

Production and branch sales and serv- 
ice activities of the Ford Motor Co. 
and its subsidiaries and associate com- 
panies now have a total of approxi- 
mately 24,000,000 sq. ft. or 551 acres 
under roof in factories throughout the 
world, exclusive of the Ford Motor 
Company of Canada, Ltd., and its branch 
plants. 


Has Fleet of All-Metal Planes 


The company’s fleet of all-metal 
planes completed 93.5 per cent of the 
trips scheduled from Detroit to Chicago, 
Cleveland and Buffalo, flying six days 
a week throughout the year. Thirty 
forced landings without accident, due to 
weather or mechanical trouble, were 
recorded. Carrying company freight 
and United States mail, the ships made 
1,844 of the 1,972 trips scheduled, cover- 








Promoted 














P.C. DeBarry 


Moror AGE congratulates 


Mr. DeBarry because he has 

been appointed sales promotion 

manager of Olds Motor Works. 

He has been connected with the 

sales promotion department for 
the past two years 











ing 357,528 miles in 4,032.5 hours with 
2,302,264 pounds of freight and 13,714 
pounds of mail. 


Ninety-eight were graduated from 
the Henry Ford Trade School, Highland 
Park, and 1900 boys between the ages 
of 12 and 18 years were enrolled in the 
institution, learning and earning at the 
same time. In addition, 1500 young 
men, many of them graduates of the 
Trade School, were enlisted in an ap- 
prentice school for advanced work. Ap- 
proximately 6000 youths are on the 
waiting list. 


Ships 3500 Tractors in 19 Days 


Among the highlights of the year’s 
activities was the delivery by the com- 
pany 19 days after receipt of order, of 
3500 tractors to Soviet Russia. 

In the field of aviation a Ford tri- 
motor all-metal plane carrying eight 
persons was flown Feb. 10 from the 
Dearborn port to McCook Field, Day- 
ton, and return, the pilot directing the 
ship entirely by means of radio signals 
from the two ports. Early in May the 
occupants of a Ford plane over Wash- 
ington, D. C., sent a telegram to Buffalo 
via a local office and communicated by 
radiophone through “central” with vari- 
ous persons in a 20-mile radius. 

The last of the 199 steel merchant 
vessels purchased from the United 
States Shipping Board, Aug. 18, 1925, 
was brought to Fordson in October. 


Motor Age 


Super-Highway 
for New Jersey 


—_— 


Predict Yearly Census Count 
of 20 Million Cars for 
New Road 


—_———_—_ 


By E. E. Duffy 


NEW YORK, Feb. 11—The latest and 
most startling highway project is that 
of New Jersey, which is building a great 
super-highway leading away from New 
York City’s Holland vehicular tunnel. 
It is estimated that this roadway, when 
completed, will carry 20,000,000 auto- 
mobiles in a single year, or nearly as 
many as the entire registration in the 
United States. 

Travel to and from the sun-bathed 
playgrounds scattered along the New 
Jersey coast will be accelerated by this 
super-highway with its five traffic lanes, 
Long distance travel will also be ac- 
celerated, inasmuch as the Lincoln 
Highway will soon connect with this 
high speed road and the Holland tunnel. 
Thousands of New York City’s people 
who have given up all hope of com- 
fortable week-end holiday travel will 
soon have an express route for 15 miles 
through Jersey City, Newark and Eliza- 
beth without hindrance from a single 
street or railroad crossing. Ramps pro- 
vide local connections. 

Double-decked through most of Jersey 
City and portions of Newark and Eliza- 
beth, the new highway will eliminate 
the congestion now expected when the 
motor-owning herd is free to break 
away from the cares of business. The 
super-highway starts with a gigantic 
concreted viaduct suspended over the 
maze of railroad tracks at the New 
Jersey entrance of the Holland tunnel. 
After spinning along for a few mo- 
ments the motorist will find himself at 
the beginning of the double-decked por- 
tion. The through motorist will shoot 
down the ramp on to the lower level 
while local traffic continues on the sur- 
face, for here the lower deck is sub- 
merged and the upper deck is flush with 
the streets of Jersey City. 


Merge Into Single Roadway 


The two-level thoroughfare merges 
into a single roadway just prior t0 
crossing the Hackensack river at the 
western outskirts of Jersey City. The 
modern thought behind the project is 
again illustrated by the construction of 
a huge tunnel, through which the road- 
way passes, midway between the Pas- 
saic and Hackensack rivers. The road- 
way then proceeds practically a‘ street 
level until Newark and Elizabe.h are 
reached. 


Februc 


DET. 
product 
nouncer 
tury, < 
Eights, 
before : 
pany’s 
ment 1 
general 
during 
ary wa 
the col 
and du 
the cor 
increas 
ing per 

“The 
is indic 
liveries 
than ot} 
said M 
and M 
which | 
cars ag 
deliveri 
increas 
cent Ov 
we havi 
actually 
more t 

“Whi 
Januar 
the bra 
new m 
and th 
natura] 
that m 
two cal 
tion pu 
more r 
within 
complis 
motor 
that pt 
80 gre¢ 
deliver 
receive 

“Our 
ly sury 
ticipate 
single ] 


Ottay 


OTT 
nual m 
Colisey 
Under 
bile D 
Was ¢ 
There 


7, PwtwteeneeqgaewnreFr tt ™ 


ne OS 6 OU'!CTlUC Dh ..UlUCUlh..LC<C SZ? OstéC 
li ae a oe ie. 


' ment recently 


Februcry 16, 1928 


Hupmobile Sales 
at Record Level 


Production Stepped Up 104 
Per Cent on “Century” 
Line of Cars 


DETROIT, Feb. 15—‘Hupmobile 
production and retail sales since the an- 
nouncement of its new ‘Six of the Cen- 
tury, and, later, its two ‘Century 
Rights,’ have been greater than ever 
before at this time of year in the com- 
pany’s history,” according to a state- 
made by R. S. Cole, 
general sales manager. Production 
during November, December and Janu- 
ary was 104 per cent greater than for 
the corresponding months of 1926-27 
and during the last quarter of 1927 
the company enjoyed an 87 per cent 
increased volume over the correspond- 
ing period of 1926. 

“The strong demand for Hupmobi-es 
is indicated in the fact that retail de- 
liveries during January were greater 
than our entire January production,” 
said Mr. Cole. “January, February 
and March ordinarily are months in 
which motor car dealers plan to stock 
cars against anticipated heavy spring 
deliveries. In response to orders we 
increased our January output 31 per 
cent over that for January, 1927. Yet 
we have found that our retail deliveries 
actually exceeded our production by 
more than 400 cars. 

“When it is remembered that during 
January we announced and introduced 
the brand new ‘Century Eight’ and the 
new model of the ‘Century 125 Eight,’ 
and that our distributors and dealers 
naturally needed a considerable part of 
that month’s entire production of these 
two cars for showroom and demonstra- 
tion purposes, the record becomes even 
more remarkable. It is the first time, 
within my knowledge, that such an ac- 
complishment has been made in the 
motor car industry. The answer is 
that public demand for Hupmobiles is 
30 great that dealers are compelled to 
deliver them as rapidly as they are 
received. 

“Our February output will material- 
ly surpass that for January. We an- 
ticipate that March will be the greatest 
single month in our entire history.” 


Ottawa Has Successful Show 


OTTAWA, ONT., Feb. 14—The an- 
nual mid-winter motor show at the New 
Coliseum during the week of Feb. 6, 
under the auspices of the Automo- 
bile Dealers’ Association of Ottawa, 
was an outstanding trade success. 
There were 51 exhibitors, of whom 19 


had displays of automobiles, represent- 
ing 34 different makes of cars. 

A special feature was a DeHaviland 
Moth airplane which was shown by the 
newly organized Ottawa Flying Club, 
a number of local automobile men be- 
ing members of the club. 

Retail prices of cars shown ranged 
from $840 to $9,200, and it was an in- 
teresting fact that this range was to be 
found in one exhibit, that of Carleton 
Motor Sales with a Whippet at $840 
and a Stearns-Knight at $9,200, inter- 
mediate models also being shown. 

Campbell Motor Sales, Ottawa, rep- 
resenting the Ford had a complete 
group of all new Ford passenger cars 
and atruck. Dealers representing Gen- 
eral Motors of Canada had a large 
share of the space for the showing of 
the many makes of that corporation. 





Hennecke Organizes as 


a National Distributor 
NEW YORK, Feb. 15—E. V. Hen- 
necke, formerly vice-president and sales 
manager of the Moto Meter Co., has 
organized under the firm name of E. V. 
Hennecke, Inc., to distribute automo- 
tive lines nationally. He will also enter 
the manufacturing field. 





Herring-Wissler Broadcasts 

DES MOINES, IA., Feb. 14—The 
Herring-Wissler Co. is broadcasting a 
series of seven programs through the 
local radio station WHO, complimen- 
tary to the ninth Des Moines show to 
be held Feb. 20-25. Each evening is 
dedicated to a group of motors and W. 
E. Wissler, general manager of the 
company, is in charge of the programs. 
The Shrine Chanters are featured ar- 
tists. 





License Plate 
Holder 


THE lucky person who 
owns this car is to be con- 
gratulated. The young and 
beautiful lady is Miss Golda 
Freshwater and the car, as 
you may have guessed, is a 

Chevrolet 
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Motorist of 91 
Drives Oakland 


Compares Slow Ox-Team 
Travel of 80 Years. Ago 
With Modern Car 


PONTIAC, Feb. 14 — Ninety-one 
years old and still driving an automo- 
bile! Alden Ward Chase, a resident of 
White Pigeon, Mich., who says he will 
still be driving a car nine years from 
now when he attains the century mark, 
is a surprisingly spry and alert expo- 
nent of keeping up with the times. | 

The hand that 80 years ago snapped 
a bull whip during an ox-team trek 
from Indiana to Michigan has acquired 
and retained the art of'guiding a motor 
car in modern traffic. He was 82 years 
old when he obtained his first driver’s 
license and proudly exhibits the docu- 
ment to anyone who may question his 
age. 

In the last four years he has driven 
his Oakland touring car a distance of 
13,000 miles. 


Adopt Cooperation Delivery 

DETROIT, Feb. 14—G. F. Morrissey, 
of the Northwest Bearing Co., Seattle, 
has informed E. P. Chalfant, executive 
vice-president of the National Standard 
Parts Association that Cooperative de- 
livery among the parts jobbers of Seat- 
tle has cut delivery costs in half and 
resulted in more customers coming to 
the jobbers’ stores to buy over the 
counter. 

The plan involves cooperative deliv- 
ery of merchandise on a schedule of 
two or three deliveries each day by a 
transfer company. 
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Banker Sees Many 
Difficulties Ahead 


Says Competition May Result 
in Lowering Morale of 
Distributors 





NEW YORK, Feb. 14—The automo- 
bile industry faces serious difficulties, 
on account of competitive conditions, 
unless manufacturers turn their atten- 
tion immediately to devising methods 
for maintaining the morale of distribu- 
tor organizations, according to a state- 
ment issued by Reginald Roome, presi- 
dent of the Excelsior Savings Bank, 
many of whose depositors are automo- 
bile distributors. 

Increased competition, particularly in 
the low priced field, is going to subject 
distributors to tremendous pressure, 
especially on terms, trade-ins and ex- 
tras, in Mr. Roome’s opinion. He sums 
up the situation as follows: 

“The fierceness of the competition 
eannot be judged from the fact that 
there were only half the number of ex- 
hibitors at the 1928 show as there were 
seven years ago. A more important 
fact is that 56 per cent of the manufac- 
turers showed three or more lines of 
cars, as against 37 per cent last year. 
In 1926, six manufacturers put out new 
lines in different price classes; in 1927 
six more new lines were added, and in 
1928 13 more. Of these 25 new lines, 
14 were lower priced lines by producers 
of higher priced cars.” 





Daugherty Takes Large 


Territory for Willys Co. 
KANSAS CITY, Feb. 14—Distribu- 
tion of Willys-Knight and Whippet cars 
in 75 counties in Missouri and Kansas 
hereafter will be handled by the H. A. 
Daugherty Motor Co. 

The Daugherty company is a new 
organization, headed by H. A. Daugh- 
erty, who was the first Overland dealer 
in Kansas City. He has been in the 
automobile business several _ years. 
Samuel W. Ramsey, another pioneer 
automobile man and former Oldsmobile 
dealer here, is manager of the new 
company. 


—_——_ 


Rubber Sales Mount 

NEW YORK, Feb. 13—Record fig- 
ures for transactions on the rubber 
market were reported last week, when 
trading mounted on Wednesday and 
Thursday to more than 2000 lots a day, 
according to F. R. Henderson Corp. 
This is a resumption of activity after 
a comparatively dull period. 

Apnouncement from London that 





to buy. 
“You take that overcoat now. 


with a ‘wearityurself.’ 
time to think about that. 


out a few nights and look at ’em! 





2A Big Overhaul Job 


N O foolin’,” said Flat Rate Red as he looked over his clothes closet. 
“I’ve got a big overhaul jeb in sight and maybe a lot of new equipment 


I wish somebody would, yet it’s got 
25,000 warm, comfortable miles left in it. 
in 1921 there wasn’t anything snappier this side of Harlem. 


“There’s my old dress suit, as good as the day I was married in it, 
but it’s nothing to me but overhead. I only got thirty miles out of that job 
counting the two times I was best man. I’d have saved a lot of money 
I could have saved a lot more—well, this is no 


“T’ll have to do something about this collegiate suit. 
would be money saved to get a low-cost job, wear it out and buy new, 
but I don’t know. These one-season outfits are a lot of grief. 
thing they don’t have much style and they don’t stand up. Leave ’em 


“TI expect it would be economy to junk all this stuff and get standard 
units from one manufacturer who would see that I got service. 
shouldn’t be any upkeep for the first year and I’d always be sure of parts 
and repairs wherever I happened to be.” 


When that model came out 


I figured it 


For one 


There 








there would be no change in the restric- 
tion provisions served somewhat as a 
disappointment to some traders who 
kad been anticipating tighter restric- 
tions. 


(ae ee ae ee 


Toledo Show Marked by 


Exceptional Attendance 
TOLEDO, Feb. 11—Capacity crowds 
throughout the entire week have been 
the order for the twentieth annual auto- 
mobile show which closed tonight at the 
Civic Center Garage. Three floors of 
the big downtown building were used 
and more than 200 models were shown 
by 36 dealers and 61 individual firms. 
Harry I. Henry, general chairman of 
the committee, and J. W. Banting, an 
official of every show here and a dealer 
in Toledo for the two decades, were in 
charge. 
H. W. Lancashire, Dodge distributor, 
had a special appraisal station set up 
opposite the show building. 


——————— oe 


National Aero Buys Plant 


NEW YORK, Feb. 14—The National 
Aero Corp. has secured a plant on the 
Raritan River, near New Brunswick, 
N. J., where it plans to produce the 
Cameron air-cooled aviation motor, 
shown for the first time last week. The 
site of the plant includes the facilities 
for land and water landing fields of 
large area. 

The plant itself has 35,000 square ft. 
of floor space and is already partially 
equipped. The company hopes to be in 
shape to start production on this motor 
by April 1. 


Step-Up Production of 


Chev. Transmissions 


TOLEDO, Feb. 15—The Chevrolet 
Motors Ohio Co. today received machin- 
ery and equipment valued at $750,000 
to be installed at once. This follows a 
decision to boost production from 6500 
to 7000 transmissions a day. More than 
3000 employees are now at work in the 
plant here. The company makes all 
transmissions for Chevrolet and Pon- 
tiac cars. 





Brooklyn Dealers Stage 


a Successful Exhibition 
NEW YORK, Feb. 10—Brooklyn’s 
seventeenth annual automobile show, 
held under the auspices of the Brooklyn 
Motor Vehicle Dealers Association, had 
a record attendance this week. 

There were 36 makes of cars, com- 
prising about 200 models and chassis, 
on exhibition on the main floor of the 
Twenty-third regiment armory, which 
was decorated with a huge canopy and 
numbers of artistic gateways separating 
the various individual exhibits. 

The management states that the 
Brooklyn show was a buyers’ show, 
many sales having been recorded. The 
new Ford models were on exhibition. 


_—  --—— + = 


Auction Cars at $3 Each 
NEW YORK, Feb. 14—Four aban- 
doned automobiles were sold at public 
auction at Port Jervis yesterday for 4 
total of $13. The auction was held to 


meet storage charges amounting 10 
$200. 
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Chevrolet Plans 
Biggest Output 


Expects to Sell 550,000 Cars 
by July, Grant Tells 
Gathering 


CHICAGO, Feb. 14—Plans for the 
sale of 550,000 Chevrolet automobiles 
by July 4, or 65 per cent of the output 
for the year, were discussed by R. H. 
Grant, vice-president and general sales 
manager of the company, at the annual 
meeting and banquet of Chevrolet dis- 
tributors, dealers and allied bankers 
held recently in this city. 

Mr. Grant made it plain that it is 
the intention of the company to market 
65 per cent of its yearly output by July 
because he believes the competitive sit- 
uation makes such a move entirely log- 
ical. If the last half of 1928 carries 
out the present promising outlook the 
company. can sell more than the re- 
maining 35 per cent of the yearly quota 
by stepping up production, and again 
set a record. 

Following Mr. Grant, W. G. Llew- 
ellyn declared it his opinion that the 
record of last year was not due in any 
sense to the unusual circumstances sur- 
rounding the low priced class of the 
automotive industry, but to the cul- 
mination of years of effort on the part 
of the sales force to achieve the record 
sales volume of the industry. Such be- 
ing the case, Mr. Llewellyn declared he 
could see no reason why that sales 
force should not push its efforts a little 
more and again reach the pinnacle. 

J. P. Little spoke on “Selling Serv- 
ice.” He declared that heretofore the 
principal competitive elements in the 
sale of new cars had been the new 
product itself, the retail selling organ- 
ization, the used car and the financing. 
He insisted that today another element 
has entered the picture, the sale of shop 
labor and materials. He urged the 
dealers gathered at the meetings to 
offer concrete evidence of their super- 
lority in the old competitive elements 
by having the best shops and giving the 
best service of any dealer in their re- 
spective territories. 

Mr. Little’s charts showed that of 
1359 dealers last year, 489 showed a 
profit on their shop service. 





Baldwin of G. M. Sails 


| NEW YORK, Feb. 13—G. Baldwin, 
i charge of parts program work in 
General Motors Export Co., left Feb. 
ll on the S. S. Southern Cross for Sao 
Paulo and will be there on an in- 
definite assignment. Mr. Baldwin was 
accompanied by Mrs. Baldwin. 


By Lewis C. Dibble 


WAYS and means to hoist sales records to a new high point in ’28 
will be the principal topic of all the field men of the Wood Hydraulic 
Hoist Co. when the clan meets in Detroit this week for a round table dis- 


cussion. According to George Dewey, sales manager, an intensive pro- 
gram has been arranged. 
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EIN’ as how this is leap year it ought to be a great opportunity for auto- 


mobile saleswomen to ask ’em to buy. 


HE new sales promotion manager of Oldsmobile is what one might call 
de berries. As a matter of fact his name is P. C. DeBarry and from reports 
emanating from Lansing he sure knows his Oldsmobiles. 


HEY say the nice sales record hung up in January by Hudson-Essex was 
a great tonic for R. T. Romine, who has recovered from the illness he 


suffered during the New York Automobile Show. 


THERE’S going to be no more dirt in automobiles if C. E. Smock of 

the Eureka Vacuum Cleaner Co. has his way. He is just starting to 
merchandise a new and improved type of vacuum cleaner especially de- 
signed for automobiles. Hope he makes a clean-up. 


MAN-SIZED job for a real man has been assumed in the Murray 
Corp. of America, by John McArdle, who became so well known in 
the industry as assistant director of sales of Chrysler. Mr. McArdle, as 
assistant to the president of Murray, has a three-ring act that is a blinger. 


Among other things he is in charge of bus body sales, advertising and 
sales promotion. 


OLKS down at Auburn are patting Ray H. Faulkner on the back for his 
latest sales record. Reports are that in January Auburn had four and a 


N a few days now we'll see what F. E. Moskovic’s newest pet will do. The 

pet is a roarin’, snortin’ new special Stutz which has just been completed 
down at Indianapolis, which Frank Lockhart will use at Daytona Beach in an 
effort to make Major Segrave’s speed record look like ancient history. 


MIGHTY personable chap is George Cushing, the new advertising 
manager of the Graham-Paige Motors Corp. George has an enviable 
record, having been director of advertising for several other well-known 


companies and also a member of the advertising agency of McKinney, 
Marsh & Cushing. 


* * * * 


half times as many orders on its books than at any corresponding period in the 
history of the company. 


PEAKING of Graham-Paige, that new emblem of the three heads wearing 
chariot drivers’ helmets ought to get the brothers known as the “Three 


Horsemen of the Automotive Industry.” 


* * * * 


AN you picture Harry Kline, of Continental, on roller skates? Neither 
C’ can we. But they say that in gold rush days Harry used to be a red hot roller 
skate instructor in a rink up in the Yukon. And that ain’t all! Harry learned his 
theatricals up there as manager of a playhouse which starred such triumphs as 
“East Lynn,” “Uncle Tom’s Cabin” and some other snappy reviews. 
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Prices Not Main 
Factor This Year 


Performance, Convenience, 
Style, Most Important, 
Says Reeves 


NEW YORK, Feb. 14—Price will be 
a less important factor in determining 
the successful sale of automobiles dur- 
ing 1928 than heretofore on account of 
the increasing demand for style in cars, 
Alfred Reeves, general manager of the 
National Automobile Chamber of Com- 
merce, told 900 dealers and salesmen at 
the annual banquet of the Automotive 
Merchants Association of New York, 
Inc., held at the Plaza Hotel last eve- 
ning. 


The success that Mr. Reeves looks for 


in 1928 will be dependent upon three 
factors; namely, performance, conve- 
nience and style, with style probably 
contributing 60 per cent, he _ said. 
Among the factors that make Mr. 
Reeves confident that 1928 will be suc- 
cessful in the sale of automobiles are 
the facts that the public wants to buy 
and that this year the manufacturers 
have produced the most salable product 
in the history of the industry and at 
the lowest price. 

Record show attendance is another 
factor which Mr. Reeves takes as an 
indication of the general interest, and 
general increase of purchasing power, 
the lack of inflation and the greater 
attention which manufacturers are pay- 
ing to distribution are also favorable 
conditions which will make 1928 a suc- 
cessful sales year. 

There will be no price war and the 
price situation will be greatly stabilized 
by the rapidly growing outlet for 
American cars in foreign markets, in 
Mr. Reeves’s opinion. 





Pittsburgh Only Big City 
to Show Sales Gain in ’27 


DETROIT, Feb. 11—According to 
figures compiled by the Michigan Auto- 
motive Trade Association, Pittsburgh 
was the only large city in a group of 
18 cities which registered a gain in 
automobile sales in 1927 compared with 
1925. Pittsburgh’s gain was 4 per cent, 
while Detroit suffered the heaviest loss 
with a decline of 32 per cent. 


ee ee 


Isherwood Gets A.E.A. Post 


DETROIT, Feb. 15—W. S. Isherwood, 
genvral sales manager of the AC 
Spark Plug Co., has been appointed a 
member of the board of governors of 








Find Old Chassis 
Ideal for Wagons 





LOWELL, MASS., Feb. 15— 


E. B. Feaster and R. B. Com- 
ins, of this city, have recon- 
ditioned several old. automobile 
chassis and sold them to milk 
and express companies to be 
used with horses. 

As the ehassis are _ low, 
have roller bearings, a lubri- 
cation system and use pneu- 
matic tires, the advantages over 
the usual horse-drawn vehicle 
are obvious. The lower body 
reduces the distance for lifting 
materials, and the horse easily 
draws twice the usual load. 

The two men have asked the 
opinion of an attorney as to 
the possibilities of a patent on 
the idea which they believe 
has great possibilities. 











the Automotive Equipment Association, 
an announcement by William M. Web- 
ster, commissioner of the association, 
says. Mr. Isherwood has been active 
in affairs of the organization for some 
time. 


—_———_—_____ 


Canadian GMC Will 
Sell Highway Service 
(Continued from page 14) 


the garage the total amount due is 
shown on the meter and the owner of 
the car gets the regular meter receipt. 

Two types of these emergency trucks 
are to be used, one for the truck divi- 
sion, and one for the passenger car divi- 
sion, the only difference is that the pas- 
senger car type has a cab front. This 
cab will seat six persons, the idea being 
that the passengers from a wrecked car 
may be put in this cab, and drive back 
in it, or if badly hurt and no ambulance 
is at hand, rushed to a hospital. 

A crane capable of lifting eight tons 
is mounted on each unit. Each truck 
is also equipped with a rubber-tired 
dollie capable of carrying six tons; also 
crow-bar, axe, shovel, oil, water and 
gas tanks, tool cabinet with a full line 
of tools, jacks, tow-chains, other neces- 
sary materials and also a completely 
equipped first-aid kit. 

The trucks are painted a shining 
aluminum with thin red striping. Red 
safety lights are mounted on the front 
fenders, there are large searchlights, 
and two lights on the crane, to give 
sufficient light during operations at 
night. 


Motor Ade 


73 With Cadillac 
Co. for 20 Years 


President Fisher Presents In- 
teresting Facts at 
Banquet 


————__ _— 


DETROIT, Feb. 13—Many interest- 
ing facts and figures about employees 
of the Cadillac Motor Car Co. were out- 
lined by Pres. L. P. Fisher in address- 
ing 1000 of his employees at their ban- 
quet in the General Motors Building. 
The banquet, an annual affair, is given 
for those who have completed five to 
10 years in the service of the company. 

A total of 5552 Cadillac employees 
have invested $3,420,000 in the General 
Motors Savings and Investment fund, 
he declared, and those who invested 
$300 in the fund in 1919 and continued 
through the class of 1922 have already 
received in cash and securities $18,483. 
There are 607 who are building homes 
on the General Motors Savings and In- 
vestment plan, he said, which allows 
them to receive cash benefits from the 
fund and still borrow the money neces- 
sary to build. 

General Motors preferred stock val- 
ued at $322,400 is owned by 899 of the 
employees, with additional subscrip- 
tions by 217 of them for 465 shares. 
Employees carry $6,694,000 of life in- 
surance for which each pays 50 cents 
a month, the remainder being paid by 
General Motors. 

The records show that 2142 men and 
women have been on the payroll con- 
tinously for five years, 789 for 10 years, 
276 for 15 years, 73 for 20 years and 
five with 25-year records. Citizenship 
ranks 100 per cent with every employee 
a citizen or having applied for his first 
papers. 

Commenting on business, Mr. Fisher 
declared that 1927 had been by far the 
biggest production year in Cadillac’s 
history and that the 1928 schedule calls 
for 50,000 La Salle and Cadillac cars. 


Dodge Leaves Haartz Co., 
is Succeeded by Miller 


NEW HAVEN, CONN., Feb. 15— 
F. N. Dodge, sales and advertising 
manager of J. C. Haartz Co., this city, 
has resigned. He is succeeded by J. ©. 
Miller. 





Dealers Establish School 


BALTIMORE, Feb. 14—A schvol of 
automotive salesmanship has been €5- 
tablished in Baltimore under the aus- 
pices of the Chevrolet Dealers ‘ss’. 
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Michigan Automotive Trade Association Elects 


A ND here’s who they elected: Joseph Thompson, president; Albert B. Parfet, vice-president; H. H. Shuart, secretary; 


J. W. Neumann, treasurer, and W. D. Edenburn, manager. 
equally well-known right. 


That, of course, is reading from the well-known left to the 
This association is one of the biggest in the country 





Production Totals 


Continue to Gain 


NEW YORK, Feb. 15—Production 
continues to be stepped up in many 
of the most important automobile fac- 
tories. Although output is consider- 
ably in excess of retail sales, this is 
the normal condition for the season, 
as stocks are accumulated in antici- 
pation of the spring buying peak. 
It is, too, apparently a fact that several 
producers are behind in retail deliv- 
erles, as a result in some instances of 
drastic price cuts and in others of de- 
lays in getting under production on 
new models. 

On the whole, the situation appears 
more favorable than a year ago. Not 
only is the general activity greater, but 
prosperous conditions are more widely 
spread. A greater number of the fac- 
tories are participating in the gains 
than was the case in 1927. 

Current retail sales are largely the 
aftermath of the national automobile 
shows and the exhibitions that are now 
being held locally. After the subsi- 
dence of the show buying a lull is more 
mand begins to swell production and 
sales. 

Kach day that goes by without fur- 
ther price cuts considerably enhances 
the prospect that the present level will 
hold at least until the early summer. 
Spring price cuts are rare phenomena 
in the industry, as the best buying sea- 


son is considered a poor time for such 
tactics. 


Perfection Opens Office 
for Southeast in Atlanta 


ATLANTA, Feb. 14— Perfection 
Gear Co., Chicago, has opened a new 
southeastern branch at 298 Ivy St., 


N. E., to handle the company’s dealer 
and jobber trade in the group of south- 
eastern states. 

A. W. Fickett, formerly of Atlanta, 
who has been connected with the Chi- 
cago offices of the company for some 
years, has been appointed manager. 





| 





Unspoken Thoughts 





By Walter L. Becker 


] WONDER what sent that 
hard looking old buzzard in 
here on my busy day. 

Goodness knows I’ve _ got 
enough troubles without being 
bothered with him. 

Oh, well, I’m too busy to 
take on any more work in case 
he looks like he intends leav- 
ing it. 

Guess he’s another one of 
those birds who expects to get 
his car overhauled for a quar- 
ter. 

Hm, sounds like his carbure- 
tor’s out of adjustment, the 
way she’s loading up. 

He’s probably had one of the 
latest gas savers installed. 

Well! No wonder his motor 
gallops, I see his choke wire’s 
stuck. 

Guess I ought to tell him to 
leave it so I can tack on a few 
dollars for labor; he wouldn’t 
know the difference. But that 
wouldn’t be honest, and I 
got to be honest. 

I’ll just straighten the kink 
out of his wire and get rid of 
him. He might take a notion 
to look me up if he ever needs 
any real work done. 











Two-Brake Law 
Sought for N. Y. 


NEW YORK, Feb. 10—Legislation 
pending in Albany affecting motor ve- 
hicle operation is outlined in a pam- 
phlet just issued by the Merchants’ 
Association of New York. Among the 
bills is one which will provide that cars 
be equipped with at least two braking 
systems and two separate means of 
application. 

Another bill would require the owner 
of a motor vehicle involved in a dam- 
age claim to deposit a bond or insur- 
ance policy in the sum of $1,000 for 
damage to property, $5,000 for injury 
or death and $10,000 for more than one. 
person injured or killed. 

Other bills affect notification on 
change of residence of the owner, the 
report of stolen cars, the definition of 
a chauffeur and suspensions of licenses. 





Moto Meter Co. Adds 
New Heat Indicators 


LONG ISLAND CITY, N. Y., Feb. 14 
—With the introduction of the new Ford 
and Chevrolet cars, announcement is 
made by the Moto Meter Co. of two 
new improved heat indicators applica- 
ble to these types. The Ford indica- 
tor is known as the Junior Boyce Moto 
Meter, while that for the Chevrolet is 
known as the Universal. 


——_—___—__ __ __ 


Moves Branch to Chicago 


CLEVELAND, Feb. 10—Dall Motor 
Parts Co. has moved its Geneva, IIL, 
branch to Chicago and is now operating 
six direct factory branches, these in 
addition to Chicago, being at Atlanta, 
Brooklyn, Dallas, Detroit and San 
Francisco. 
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r | AHIS very pertinent 
question is asked be- 
cause we hear a lot of 

talk about there being plenty 

of business for all this year, 


but sales at prices that curtail 
profits. 


Can it be that dealers are 
deliberately starting 1928 
with the determination to 
have a large gross but a small 
net? 


This would scarcely seem 
to be a general policy of pro- 
gressive, logical and experi- 
enced business men; so the 
question arises as to whether 
the large-volume-and-small- 
profit idea is a belief or a fear. 


Why should merchants 
adopt the business policy of 
having a large volume in 
1928 out of the profits of 
1927? Would it not be better 
to have large profits in 1928 
even though volume were less 


than in 1927? 


The laws of industry are 
like other laws—they follow 
the line of least resistance 
and just so long as sellers 
teach buyers that price is su- 
perior to quality it will be- 
come necessary for business 


Who Wil Make Money in 1928? 


men to sacrifice ideals and 
profits for volume. 


Competition may either be 
a friendly bacterium or a par- 
asite, for competition (like 
many other words) is a de- 
scriptive term with two mean- 
ings. It can either be strife 
for the same object, or it can 
be a deliberately-planned cut- 
throat proposition for the 
purpose of destruction. 


Anyone who believes in 
America and the men who 
made it politically and com- 
mercially cannot conceive 
that the mental attitude of 
our leaders should so change 
as to make destruction the 
main object of competition in 
1928; hence why not have 
the courage to sell on a qual- 
ity basis and not sacrifice all 
profits for volume? 


Now is the time for every 
merchant in the country to 
realize that he cannot wait 
for the other man to set him 


an example, but he must, in © 


common with others, set com- 
petitors an example. 


There will be plenty of busi- 
ness for all this year, so why 


not adopt the slogan: “Profits 
as well as volume” ? 


C. A. MUussELMAN, 


President, Chilton Class Journal Co., 


Publishers of Motor AGE 


a 














Febr 





Any 
Will 
Unt 
you 

Berl 
ing 

cyel 
like 


tain 


tic. 


See 
Spe 
do 
ini 
Ki; 


tou 


February 16, 1928 


eA (ooked Up 


our of 


urasta 





Any day in the 
Wilhelmstrasse or 
Unter den Linden 
you may see the 
Berlin cops dash- 
ing to the rescue 
in this quaint tri- 
cycle. The canteen- 
like affair may con- 
tain lager — who 
knows? 


A scene seen in Jupan. It louks like something an earthquake com- 
mitted, but in reality it is merely proof that the modern woman in 
Japan is fully civilized; she has learned to get out and get under 


The Maharaja of Jodhpur (the one holding his rifle at an awkward-squad port) hunts 
tigers in his Chrysler Imperial 80. The beastie hugging the running board was run down 
or brought down with the aid of a blinding spotlight 





After you have eaten a par- 
ticularly aged Swiss cheese on 
& visit to the Alps, you may 
See this strange snow vehicle 
Speeding up the Jungfrau and 
down the Hofbrau. The Swiss 
innkeeper may tell you it’s 
King Winter on an inspection 
‘our—but it may be indigestion 











CCommon Sense 


Should Be 


(Commoner 


By John (leary 


ftw ees an automobile dealer’s sales are not 
what they should be, these days, it is not be- 

cause he does not know what to do. It is be- 

cause he is not doing what he knows he ought 
to do. He does not suffer from lack of knowledge. He 
suffers from failure to put his knowledge into actual 
operation. Common-sense attention to his business is a 
minus quantity. 

I have just returned from a visit to an automobile 
dealer’s salesroom. He is no tyro in the business. He 
had been successful and had reaped a nice profit each 
year—unitl last year. He should have made money last 
year, but, instead, he lost more than he should have 
made. And his sales this year to date are far from 
satisfactory. 

What is wrong? 


The probabilities are that a business diagnostician 
could find several causes contributing to the present un- 


satisfactory condition of the business. It is seldom that 
success results from a single factor. It is usually the 
effect of a combination or coordination of factors. By 
the same token, it is seldom that failure results from a 
single element of delinquency in the conduct of a busi- 
ness. It is usually the effect of a combination of causes 
—a lack of the necessary coordination of all the factors. 

In the short time I was with this dealer I learned 
one of the important causes of his present failure to do 
a satisfactory volume of business. Here’s how I learned 
it 

“How are your sales these days?” 

“‘Rotten.” 

“What’s the matter? Car giving you trouble?” 

“Not at all. The car is the best the factory has ever 
put out, and, as you know, we are one of the real old- 
timers ?” 

“‘Asking too much money for the car?” 

“On the contrary. Before this you couldn’t buy a car 
of our quality at anything like the low prices we are 
asking. I’m not trying to kid myself or you when I tell 
you that we have the best dollar value on the market 
today.” 

“That’s the way you feel about it. 
your organization feel the same way?” 

“Absolutely. They’re all sold on it from front bumper 
to tail light.” 

“Your sales manager?” 

“T’m sure of it.” 

“Each of your salesmen?” 

“No doubt about it.” 

“Your salesmen working every day?” 

“‘As far as I know.” 


Does the rest of 


“Then how do 
you account for 
your poor busi- 
ness ?” 

“Well, I. can’t hand the factory advertising 
much. Besides, they are not supplying us 
with any sales promotion matter.” 

He was sure that factory inaction in these vital mat- 
ters was the source of his grief until I began to talk 
to him about sales management. 

“Do you know what Paul Hoffman has called the 
most important single element in the automobile busi- 
ness today?” I asked him. 

“No, what’s the latest guess?” he retorted. 

“This is no guess,” said I. “This statement is borne 
out by the facts. Paul Hoffman says that the most im- 
portant single element in the automobile business today 
—granting a good product and a right price, which you 
have—is the retail salesman’s daily report.” 

I told him how a sales manager could finally get an 
honest daily report from his salesmen, and explained 
how some successful dealers had made use of these re- 
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“So we went 
over the 
salesmen’s 
reports” 


yorts to increase the efficiency of 
their salesmen and thereby swell 


their volume. I told how these 
reports might indicate a salesman’s fear of 
a single competitor—a point on which he 
could be strengthened. I told how the salesmen 
could be taught to route their calls on prospects 
and owners and save themselves from spending their 
productive hours in touring, instead of making calls. 
“Are your salesmen making daily reports?” I then 
asked him. 
“Sure.” 
Me you making any study of them?” Do you see 
them ?” 
“No, my sales manager attends to that.” 
“Is he analyzing them and going over them with his 
men?” 
“I believe he is.” 
‘How many calls do your men average in a day?” 
“I don’t know.” 
“Well,” said I, “let’s find out.” 
A record of the salesmen’s daily reports for the pre- 
ceding 25 working days was brought into the office. The 
records showed calls on both prospects and owners, seg- 


regated. This dealer had 10 salesmen. Reports had 
been made by eight of them. The other two had made 
no reports. There was no explanation. Those two sales- 
men simply had made no reports. I glanced over the 
sheets and picked out the record of the salesman who 
had apparently been most active in making calls. I 
counted his calls. 

This most active salesman had reported on a total of 
50 calls, including both prospects and owners, during 
those 25 working days. This most active salesman av- 
eraged two calls per day. The other salesmen reported 
less than that. The average for the 10 salesmen, includ- 
ing the two who had filed no reports at all, would prob- 
ably reach one and one-half calls per day. In other 
words, these 10 salesmen were calling on an average 
of 15 people each day, when they should have been tell- 
ing their story to between 60 and 100 people per day. 

“What would you do about it?” asked this dealer. 

“I'd see that they made more calls; I’d have my sales 
manager go over the calls with the individual salesmen, 
and I’d inject myself into the situation,” I answered. 

“The trouble is that those salesmen are a bunch of 
dumbbells,” he commented, “so, no matter whether I 
followed your suggestion or not, it wouldn’t do any 
good.” 

“On the contrary, the trouble is that you don’t know 
anything about your salesmen, and I am afraid your 
sales manager doesn’t, either. Better find out some- 
thing about them first. When you criticise your own 
salesmen you are criticizing yourself and your own sales 
manager. You simply don’t know anything about the 
capabilities of your salesmen. The cure for your pres- 

(Turn to page 31, please) 
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Meet and Beat the 





R. BIRTLING, delicatesseneer to those op- 
timistic souls who had proved their optimism 
by purchasing the group of sand-colored 
dwellings known as Hansom’s Happie Homes, 
was badly in need of a new car. The old one had worn 
out two speedometers and was probably good for a third, 
but Mrs. Birtling refused to ride in it except after 
dark, and then only on condition that the headlights 
be dimmed. 

Yes, Mr. Birtling needed a new car. Anybody could 
have told him so if he had not been entirely conscious 
of the fact. But no one did. 

He was also in dire need of a new computing scale 





and a refrigerated display counter. But he didn’t know 
it until two energetic salesmen, scientifically trained 
for the express purpose of telling people what they 
ought to have, and why, convinced him. To his own 
satisfaction, too, by proving that neither of these neces- 
sities would cost him a cent. On the contrary, they 
would pay for themselves many times over. The display 
case would account for extra sales and the new scale 
would save the ounces that the old one had been giving 
away. All he had to do to own them was to collect the 
extra profits and turn back a small proportion each 
month until the slate was clean. Mr. Birtling signed 
on both dotted lines. 
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| New Competition 


Nip Its Encroachment by Getting to the 
Prospect’s “Dollar First 


the company took all the risk, even to holding title until 

By the rentals, paid monthly, totaled the price of the 

- cleaner. After that it was hers. That put a different 

my aspect on the matter. And she didn’t even have to 

Sherman Swilt bother with references or anything like that; the fact 

that she was already a customer of the local electric light 

and power company for which the salesman worked, 

made it merely necessary to sign a sheet of paper and 

take five dollars from the housekeeping money. That 
was all. 

Once she realized how easy it was to buy household 
necessities “like rent,” she soon had an iceless refrig- 
erator and inside of another month was paying for a 
radio. And then she decided that since there was noth- 
ing to be afraid of, she might just as well take advan- 
tage of that February sale at Swendler’s and fix up the 
guest chamber—at $10 every four weeks. 

Summarized, the Birtlings had added to their budget 
an outlay of $60 a month. 

Before they had purchased the meat counter, the scale, 
the vacuum cleaner, the refrigerator, the radio and the 
bedroom suite, Mr. Birtling, who liked automobiling to 
a degree that amounted to a passion, had from time to 
time vaguely hinted at joining the two-car families. As 
he explained it, a two-car family was one that had two 
cars. The new one was used for Sundays and the oc- 
casional long trip; the other for jigging around the 
——— neighborhood, taking the children to school on cold days 
Illustration by and, in Mr. Birtling’s case, delivering the occasional 

Pete Keenan order that was too heavy for the frailer type of cash- 
- and-carry customer. But Mr. B., already paying for 
his house and store “like rent” was too prudent to go 
more than comfortably into debt. Which means an 

It's the tardy salesman who suffers by the overhaul job and no new car this year. 
new competition “Anyway,” says Mr. Birtling, unconsciously cynical, 
“there hasn’t yet been an automobile salesman around. 
By the time they find out we need a car we'll prob’ly 
have the other stuff paid for and be ready to do 

business.” 





In the meantime, Mrs. Birtling, who didn’t know she 
wanted anything, except a new coat, a couple of dresses 
and several hats, was suddenly made conscious of her 


* * * * 
extreme need of a vacuum cleaner. She had thought, 
- from time to time, of the advantages of owning one, The foregoing graphically depicts what is rather be- 
soll but the old carpet sweeper was still doing yeoman duty _latedly beginning to be known as “the new competition.” 
ey when the vacuum cleaner salesman parked his car at Strictly speaking it isn’t new, because there has always 
od the door and came in with a sample. He was such an_ been a certain amount of it; but never before has it 
wn excellent salesman that before she realized it, Mrs. assumed such tremendous proportions. Where a few 
ey Birtling had given him the names of several prospective years ago, hand-operated washing machines, electric 
lay customers among her rather extensive list of ac-  flatirons, heat pads and curling irons made up the sum 
ole quaintances. total of this competition, today the aggregate sales of 
ng For all the years that she had kept house for Mr.  electrically-operated equipment alone amount to many 
the Birtling and the rest of the family, Mrs. B. had enter- millions, perhaps billions, annually. And that, unfor- 
ach tained scruples about “buying on time.” To her relief, tunately, isn’t all. Not only the makers of electrically- 
“nr She found that in this case she wasn’t buying a thing. operated merchandise, but many others are alive to the 


She was merely hiring. The salesman explained that (Turn to page 31, please) 























The rear end of the engine is shown 
above. To run this car as a 91 cu. in. 
job it is merely necessary to remove 
the gear from one of the crankshafts 


The frame, shown at the right, has a 
maximum width of only 18 in. 


VER since that March day at 

Daytona Beach last year when 

Major Segrave, of Great Brit- 

ain, on an English-built Sun- 

beam established an official one-mile 

speed record of 203.79 m.p.h., the sensi- 

tive portion of the American racing fra- 

ternity, and a few non-members, began 
to assert the national pride. 

In Philadelphia during the month of 
May, 1927, construction was begun on a three-Liberty- 
engined challenger by J. M. White. Some place in the 
States, Frank Lockhart was doing overtime work in 
the conception of a race driver’s version of the world’s 
fastest automobile. Back in Great Britain another race 
driver of renown, Malcolm Campbell, resumed work 
on his sprint car, the Blue Bird Special. This car, 
powered by a Napier-Campbell engine, is billed to 
meet the American challengers in an attempt to retain 
the speed crown for England. 

The superspeed job designed by Frank Lockhart, 
fostered by a syndicate headed by F. E. Moskovics, 
president of the Stutz Motor Car Co. of America, Inc., 
and very ably managed by William F. Sturm (who 
managed Major Segrave), is in process at the Stutz 
plant in Indianapolis, and will be campaigned under 
the name “Stutz Blackhawk Special.” In the opinion 
of many experts who have closely examined the vehi- 
cle this car, barring accidents, has a very good chance 
to break Segrave’s record by a comfortable margin. 
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Frank Lockhart’s Conception of 
Automobile Has 16-(ylinder, 
Engine of 181-cu. in, Displace- 

Theoretic Speed of 265 m.p.h, 
is 24 in. and Overall Leng 


By Paul Dumas 
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This prophecy has as its basis several considerations, 
outstanding among which is the race car designing 
ability of Frank Lockhart, and the very high-grade 


‘engineering and manufacturing cooperation accorded 


him by those associated with the project. 

With the exception of the cooling system, there is 
nothing radical in the construction, but there are nu- 
merous detailed features that are so effectively and 
neatly coordinated to the general layout and so well 
executed that one gathers the impression here is a car 
built only after deliberate and sound calculation of 
the requirements of sprint work. The job differs 
from the other challengers in many respects. It is, 
first of all, much smaller and considerably lighter, the 
fundamental dimensions being governed by the 16-cy]- 
inder, 30-degree engine of 181 cu. in. piston displace- 
ment, the space requirements of the driver and aero- 
dynamical considerations that have to do with disposi- 
tion of the center of gravity with respect to the cen-- 
ter of pressure. 
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The model from which 
the lines of the car were 
developed is shown 
above. Lockheed internal 
hydraulic brakes, as 
shown at the left, are 
used in all four wheels. 
Pedal acts on rear brakes 
and lever on front brakes 


_.The frame assembly has 
a maximum width of 18 
in., and is of conventional 
channel section made up 
from nickel steel. 

Bolted to the top and 
sides of each side rail are the three U-sec- 
tion bulkhead rings. The all-steel body at- 
taches to these rings and to angle iron 
strips bolted to the frame side rails. 

Constructionally the three-piece, all- 
steel body follows closely the bodies used 


An idea of the relative size of the superchargers, crankshafts and other parts used in the car is here given 


The body is long and slim with every function 
compromised to give it the most ideal streamline and 
minimum frontal area. An idea of the proportions 
is gained from a consideration of the dimensions. 
Overall length is 186 in., maximum width is 24 in., 
vertical distance from ground to top of cowl 36 in., 
and ground clearance 5 in. Despite the narrow max- 
imum body width of 24 in., the only parts outside the 
body are about 12 in. of axle on each side, the wheels 
and the right and left drag link and steering arms. 
Ail of these are provided with either integral or at- 
tached fairing to reduce head resistance. 


on Duesenberg and Miller 91l-in. racing cars. The 
nose piece forms one separate assembly. It covers 
the front end of the frame and the springs, and ex- 
tends rearward, where it overlaps the front end of 
the two Lockhart intercooling inlet manifolds. These 
manifolds are intricate aluminum castings and are 
finned over their top portions and curved to the same 
radius as the body nose and cowl piece. Due to their 
shape and location, they serve also as the engine hood. 
The cowl and tail assembly pieces are conventional. 

As before mentioned, the ability to better Segrave’s 
mark of 203.79 m.p.h. was based on a vehicle having 
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Above we have a test being made on a tire 

to see what happens to it at the equivalent 

of 260 m.p.h. Better to find this out in a 
laboratory than on the track 


such small head resistance that an engine 
of only 181 cu. in. displacement should be 
adequate to overcome wind and tractive 
resistance. 

The estimated speed of the car, with 
30 x 5 tires and a 2.83 to 1 rear axle ratio, 
is 268 m.p.h. This performance calcula- 
tion is based on certain speed standards 
made with Lockhart’s 91 cu. in. race car 





into the wind for a side wind of approx- 
imately 10 m.p.h., and about 2 deg. for a 
side wind of 15 m.p.h. velocity. Although 
no negative-lift, separate airfoil surfaces 
are used there is a force of:only 54 Ib. 
tending to lift the front end of the ear. 

Perhaps the second most important 
structural innovation contributing to the 
very low head resistance coefficient is the 


The wreckage below was the result of shoot- 
ing the tire to make it blow. It was turn- 
ing at a 260 m.p.h. road speed 
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on the Dry Lakes in California. This 

91-in. regular Miller race car, with several engine 
changes made by Lockhart, was timed in both direc- 
tions for an official mile average of 164 m.p.h. The 
car which established this speed had a total frontal 
area of 8.82 sq. ft. which, plus the interfering area of 
the rear wheels, 2.44 sq. ft., brought the effective 
frontal area to 11.26 sq. ft. . 

Despite the fact that the present car has twice the 
horsepower of the 91 in. job its total effective frontal 
area is only 10.85 sq. ft. Additional features of the 
construction that contribute to low resistance value 
are the streamlining of the wheels and axles and the 
method of cooling the engine. 

It was learned in the wind tunnel tests that the regu- 
lar disk wheels or wire wheels with disks attached con- 
stituted approximately 50 per cent of the total head 
resistance. This figure has been appreciably lowered 
in the new car until it is now approximately 30 per 
cent. The lower value has attained by the use of a 
streamlined housing that practically inclose both the 
front and rear 
wheels except for i 
about 5 in. 
ground clearance 


HE Lockhart Stutz Blackhawk Special 
record of 203.79 m.p.h. was designed and built from the ground up in an attempt 
to prove that tremendous horsepower and a large heavy chassis are not necessary for 


Cooling 


elimination of the cooling system radiator. 
is provided by means of an ice pack contained in the 
nose piece of the body. The water circuit, except 


for this feature, is conventional. The nose tank has 
a capacity of approximately 75 lb. of ice which, in 
connection with the water that will be introduced into 
the engine jackets, provides 10 minutes’ full throttle 
running before the water will have reached 180 deg. 
Fahr. 

The front axle is a three-piece tube split at the cen- 
ter for attachment to the front springs. The ends are 
reverse Elliot type and the entire assembly is of Tim- 
ken manufacture equipped with Timken roller bear- 
ings. 

The engine is of Lockhart design throughout, ex- 
cept the four-cylinder blocks purchased from Harry 
Miller. There are 16 cylinders arranged in two banks, 
each bank having its own crankshaft, though both are 
mounted on a common crankcase. The included angle 
between banks is 30 deg. Since no dynamometer is 

available for test- 
ing, it is assumed 
Y that the _ brake 
horsepower. will 


which will challenge Segrave’s world 


at the bottom. super-high speed. Below are some comparisons: be 385 at 7000 
As now arrang- Stutz Campbell _ Segrave’s r.p.m., this calcu- 
ed. the center of Blackhawk Spl. Napier J. M. White Sunbeam 

> 


Total piston displacement 181 cu. in. 


pressure on the Wheelbase tA Hind aes rea 4112 in. 
a 
exposed surfaces ee he enn eee’ 385 
i i Ge Gs  stacdaceness 16 
of the chassis — 23/16 in 
causes the nose ne ecauws 3 in. 


of the machine 
to point 1 deg. 








ran 30x 5 
« Power to weight ratio ... 7.8 Ib. per hp. 


i ing 
1360 cu. in. 4950 cu. in. 2760 cu. in. lation be 


soot” aboot” 00 8 aanan ot 

a ne Lockhart's 91 in. 
5'/o in. 5 in. 4 13/16 in. . : ' 
5i/e in 7 in. 5 5/16 in. engine which at- 
wy + ¥ 6.75 (Turn to page 
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comparative ease with which they too may obtain a 
share of this highly lucrative business. They have been 
quietly going after it, in an experimental way, have 
adopted scientifically-directed methods of finding new 
markets—the one phase of “the new competition” that 
really makes it “new’”—and will undoubtedly be success- 
ful in getting a bigger share of the consumer’s dollar 
in 1928. 

Since it is patent that the consumer’s dollar is no 
larger than it was last year, it is obvious that the in- 
crease in the sales totals of these industries can only 
eome at the expense of the sales total of other indus- 
tries—and one of those to suffer will surely be the 
automobile industry unless the retailer awakes to a 
realization of his responsibilities and plans intelligently 
to combat this highly efficient competition. 

Can he do this? Let us analyze the facts in the 
case. They are highly interesting. 

First of all we must admit that the automobile dealer 
or salesman is apparently handicapped by handling an 
item selling for, let us say, 10 times as much as those 
referred to when the new competition is mentioned. 
That makes a difference in concluding the sale. Where 
the iceless refrigerator salesman has merely to get a 
signature on the dotted line, take a $5 payment and 
go on to the next prospect, the car salesman, when he 
finally has the prospect ready to sign, must unwind a 
certain amount of red tape. There is frequently the 
obstacle of the first payment to surmount, which too 
often means a used car to dispose of in one way or 
another. 

In the matter of prospects the household device sales- 
man appears to win again. He has merely to canvass 
from door to door to find them and with any kind of 
conscientious effort can make five or six demonstrations 
a day. The car salesman is lucky if he averages two 
good ones. 

Still another factor—seemingly a most important one 
—where the automobile dealer or salesman is too fre- 
quently forced by circumstances to work alone, the 
specialty salesman in nearly every case has behind him 
the resources of million-dollar electric light and power 
companies, or well-financed factory branches. These 
concerns can and do employ the best merchandising 
brains available. Selling campaigns are planned months 
in advance and a vast amount of ground work, in the 
form of local advertising, is done. Sales forces, in the 
direct charge of competent specialists, are coached in 
what to say, how and where to work, with specific in- 
structions as to reports of initial and follow-up calls. 

Thus far, from the evidence presented, everything 
seems to be in favor of the specialty salesman. The 
car Salesman appears to be licked before he starts. But 
he isn’t. Far from it. As a matter of fact he has 
certain definite things in his favor that more than offset 
the advantages enjoyed by his competitor. And they 
are advantages that he has not had in any previous 
year, 

First and most important is the lack of sales re- 
sistance. Everyone, rich or poor has always wanted 
an automobile. The lack of sales resistance has always 
been the one selling aid that transcended all others in 
importance. It is the factor that has made it possible 
lor mediocre salesmen to run up impressive sales totals. 
[his year it is more in evidence than ever, because the 
1928 offerings are more desirable than any of their 
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predecessors. They are automobiles from the ground 
up; not mere transportation. Never were cars so beau- 
tiful as this season’s models, never was performance so 
satisfactory, never was maintenance and operation so 
low and never was so much car offered for the buyer’s 
dollar. 

Add to this the assurance that the excise tax will be 
repealed, the improbability of anything even remotely 
resembling a price war and it is obvious that regardless 
of competition, it should be comparatively easy for the 
salesman who gets to his prospects first, before they 
are tied up with monthly payments on washers, raidos 
and similar merchandise, to sell automobile in 1928. 

So much for sales, but how about profits? That is 
another story, one that could be run into many chapters. 
It would be unfair to say that it is going to be com- 
paratively easy to make sales in 1928, without also 
mentioning that by all indications it is not going to be 
at all easy to make the usual proportion of net profit 
from those sales. Because of the severe competition 
of every industry for the consumer’s dollar, forecast as 
the keenest in years, sales volume will naturaliy soar, 
but also because of this competition, proportionate 
profits may, in many instances, be lower. In so far as 
the retail automobile business is concerned, this trend 
is already indicated by the larger allowances that are 
being made on used cars and the lower prices at which 
the dealer is selling those cars. 





Common Sense Isn’t So Common 


(Continued from page 25) 
ent situation is sales management. For a while both 
you and your sales manager should spend most of your 
time with the salesmen.” 

“Doing what?” 

“Training each salesman to make a good presentation 
of your car. Insisting that he is not authorized to dis- 
cuss a prospect’s used car until that customer has had 
a demonstration and is anxious to own one of your new 
cars. Establishing a minimum number of calls which 
a salesman must make each day. Studying and analyz- 
ing those daily reports with your sales manager and 
with your individual salesmen.” 

“Do you mean that I personally should immerse my- 
self in those details?” 

“In the beginning, yes. After you get the system 
working, you can gradually ease out of the situation 
and let your sales manager handle them himself, as he 
should be doing now. But you should never lose touch 
entirely with your salesmen.” 

“That is all very pretty, but I just don’t have the 
time to do it. I must concern myself with the broader 
aspects of the business.” 

“Yeah? What is your alleged business? 
new automobiles at a profit, isn’t it?” 

“Sure.” 

“Then, the way things are going with you now, if 
you don’t spend practically all your time seeing that 
those sales are made, in a little while there won’t be 
any broad aspects to your business. There won’t be any 
narrow aspects, either. There won’t be any business.” 

“T guess you’re right.” 

“You’re right I’m right.” 

If this dealer adopts these common-sense methods, 
as he says he will immediately, his business will improve, 
without making a single change in his sales force. 


It’s selling 
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1926, inclusive, the North Atlantic States from 
Maine to Maryland show an increase of 64 per 
cent in automobile fatalities. The Middle 
Western States, that is, Ohio, Indiana, Illinois, 
Michigan, Wisconsin, Minnesota, Missouri, 
Kansas and Nebraska—all for which statistics 
are available—record an increase of 100 per 
cent in fatalities for the same period. 










What happens in traffic may 
often be traced to the service 
shop. The responsibility may 
be direct or indirect. Slipshod 
work is a direct responsibility; 
an indirect one is the failure 
to merchandise preventive main- 
tenance jobs 





O what extent 2 
would accidents sonst 
in this country 
have been re- 
duced if the maintenance 
section of the automotive 
industry had taken the 
fullest advantage of its je | 
merchandising  possibili- Fn _ ~ ia - ~ ae 7 
tog? on % 7 
The question is an 
obvious poser, and to at- , oo = , : 3 
tempt to answer it would / _ mae mm {| 9 
be a gross presumption. get iin —_— 
But what would be your Ke. * 
reply if you were asked: ) -” -. 
Would accidents be reduced if the dis- , . — 
pensers of automobile service made full iS 
use of merchandising potentialtities? Yes? No? 
Well, no matter for the moment; reserve your de- 
cision for a few more minutes. ~ The Southern States, that is, Virginia, North Carolina, 
Figures, of course, cannot be adduced to show that South Carolina, Kentucky, Tennessee, Mississippi and 
the passive attitude of most service establishments is a Louisiana, record for this period the enormous increase 
contributing factor in the annual accident toll. But of 230 per cent. Statistics for West Virginia, Georgia 
there is to be had authoritative information showing and Alabama are not available for all of the years since . 
that in sections practising rigid administration of 1920, but such figures as are at hand show the same 
motor vehicle regulations, which include the education rapid increase in accidents as for the other Southern 
of operators to maintain their cars in a safe condition States. 
as well as to operate them properly, there has been a The high rate of accident increase in the Middle 
noteworthy curtailment of vehicular mishaps. West and the South might be thought to be explain- 
The statistical information referred to is both in- able by a more rapid increase in motor vehicle rey istra- 
teresting and pertinent. In the years from 1920 to _ tions, but there is reason to take issue with such an 
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explanation. Automobile registrations in 
the Middle West, for example, have not 
increased as rapidly as in the Northeast, the percentage 
of gain in the Middle West from 1920 to 1926 being 
126 per cent as opposed to 158 per cent in the North- 
east. In the South the registrations for the period 
mentioned were augmented by 194 per cent, or a fourth 
more than in the Northeast, but with this must be 
contrasted the fact that automobile accidents in the 
South mounted by 230 per cent as against 64 per cent 
in the Northeast, or nearly four times as rapidly. 

Thus may be drawn the conclusion that, in general, 
motor traffic in the South is almost completely unbrid- 
led and, except, in a few localities, is under little better 
control in the Middle West, whereas in the Northeast 
the efforts of the authorities in administering regula- 
tory measures have begun to bear fruit. This con- 
clusion is particularly supported by a comparison of 
the records for 1925 and 1926. These show that for 
the Northeast the total number of fatalities was held 
almost even, while a number of these states—New 
Hampshire, Vermont, Massachusetts, Rhode Island and 
Connecticut—actually registered a material reduction. 
Against this, nearly all of the Middle Western and 
Southern States showed heavy increases in traffic fatali- 
ties. 

This experience of the Northeast appears to lend 
weight to the supposition that maintenance plays an 
important corrective role in accident reduction. In this 
case the education of operators broke down customary 
resistance, and jobs that should have been sold—if 
service had been merchandised as it deserves—were 
orought in by motorists of their own volition. Argu- 


33 


ments against the treacherous habit of deferring serv- 
ice work wrought the end that might have been 
achieved by service men converted to the profitable 
policy of selling preventive service. 

It is apparent in the case cited above that the serv- 
ice shops did eventually get the work, but every locality 
in the country does not have regulatory measures that 
act as good substitutes for energetic service merchan- 
dising. And if shops in the unregulated sections would 
make the most of business potentialities they must take 
advantage of every opportunity to sell maintenance. 

Available statistics do not fully disclose the extent 
to which the automobile with defective brakes, lights 
or other essential equipment is responsible for street 
and highway accidents. There is a tendency to charge 
every accident of undetermined cause to reckless or 
inattentive driving. Such driving—and you can take 
the word for it of A. B. Barber, manager of the Trans- 
portation and Communication Department of the 
Chamber of Commerce of the United States, and a 
director of the National Conference on Street and High- 
way Safety—is undoubtedly the main cause of a large 
proportion of accidents, but among those who are study- 
ing the automobile accident problem there is a grow- 
ing tendency to recognize that improper maintenance 
is in many cases an important contributing factor. 

Although Mr. Barber does not define the word “im- 
proper” it can be taken for granted that it does not 
exclusively mean that service shops turn out slipshod 
work. Such tasks do find their way out onto the high- 
ways, a fact it would be folly to deny. An exact defini- 
tion of the expression, however, would take into con- 

(Turn to page 39, please) 
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The car that will be driven by Malcom 

Campbell in an effort to retain the world’s 

speed record for Great Britain. Engine 
details are seen below 
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The Napier “Lion” aero engine 

with its unusually high compres- 
sion of 10:1, develops 900 h.p. 
and is used in Campbell’s car 


tains 200 hp. The 15 hp. reduction is meant to cover 
the losses in transmission. 

Bore is 23/16 and stroke is 3 in., which is equiv- 
alent to 181 cu. in. piston displacement and an S.A.E. 
rating of 30.6 hp. The compression ratio is approxi- 
mately 5.7 to 1, with 28 lb. gage pressure of super- 
charge at maximum output. Cylinders are of iron, 
cast in fours. Each crankshaft is carried on five 
main bearings consisting of split bronze housings, 
which are a push fit (with crankcase warm) in the 
barrel-type aluminum crankcase to which they are 
attached by flanges and bolts. The housings are lined 
with Federal-Mogul babbitt. All main bearing jour- 
nals are 1% in. in diameter. 

Crankshafts are machined all over and equipped 
with counterweights. Crankpins on each shaft are 
arranged so as to give a firing order of 1-5-3-7-4-8-2-6. 
Two cylinders are fired simultaneously, the order 
being No. 1 left with No. 8 right, No. 5 left with No. 2 
right, etc., so as to reduce any tendency toward a 
rocking couple. 

Connecting rods are chrome nickel tubular in sec- 
tion with a center to center length of 6 in. The big 
end bearings of 1.689 in. diameter are gravity poured, 
the babbitt being hand-tamped for density during 
pouring. The eye end of each rod is equipped with a 
hardened steel bushing which carries a %%-in. diam- 
eter tubular pin. The pin floats in the rod bushing 
and in the unbushed bosses of the plain, die-cast-type 
Lynite piston, being restrained endways by means of 
soft metal plugs at the outer end of each boss. The 
pistons are made from No. 122-7 Aluminum Co. of 











America alloy and are heat treated. Each piston 
weighs approximately 5 oz. stripped. There are three 
rings per piston, the two upper being of approximately 
1/16-in. width, and the lower oil ring, which is above 
the pin, of 44-in. width. 

Four overhead camshafts provided with 10 bearings 
each are driven by four trains of ball-bearing-mounted 
spur gears. Valve actuation is similar to that used 
on Miller and Duesenberg race cars, being of the 
direct type with a thin-walled steel cup serving as the 
intermediary between cam and valve stem. These cups 
are guided in the aluminum camshaft housing and take 
all side thrusts. The camshafts and their housing 
assemblies are bolted to studs attached to the top 
of the non-detachable cylinder heads. There are two 
valves per cylinder mounted at an included angle of 
approximately 30 deg. It is interesting to note that 
both the inlet and exhaust valves, which have a diam- 
eter of 13/16 in., are of chrome nickel steel put 
through a special heat treatment. These are mounted 
in self-aligning valve stem guides and have a tappet 
clearance of .026 in. for both inlet and exhaust. Valve 
timing is semi-conventional, with the inlet opening 
5 deg. before T.D.C. and closing 38 deg. after B.D.C. 
Exhaust valve opens 35 deg. before B.D.C. and closes 
8 deg. after T.D.C. Delco-Remy ignition is used. 

Two Zenith special down-draft-type carburetors are 
used. One of these is attached to the inlet side of 
each of the two impeller-type superchargers. The 
two supercharger assemblies are mounted at the rear 
and are so geared that their 8-in. diameter impellers 
have a 5.35 to 1 ratio, equivalent to an impeller speed 
of 37,450 at 7000 of the crankshaft. New Departure 
ball bearings are used in the superchargers. This 
is only one of the many installations, as this car 
uses 76 New Departures in 22 different locations. 
From the header the mixture passes upward through 
the manifold casting, which is approximately 3 ft. 
long, and has a projected width of about 18 in. This 
portion of the manifold is ribbed with cast-on cooling 
flanges to produce a temperature drop. It is interest- 
ing to note that these twin manifold castings were de- 


_livered 10 days after the manufacturer received the 


print, and that the approximate cost was $3,400. 
Mixture velocity at the inlet ports is 18,000 ft. per 
minute. 

A water pump is provided for each bank, each 
being driven by an extension on the end of its respec- 
tive crankshafts. These pumps are equipped with a 

(Turn to page 39, please) 
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HIRTY-SOME years ago three | | 
boys were engaged in business to- : 
gether—raising pigeons. Today 
these same three “boys” head what 

















































is probably the largest independent automo- 
bile retail organization in the country, if 
not in the world. And for the past 22 


years, they have been associated together in the selling y ° 
of automobiles. The pigeons have little to do with ee Tod if R ep resents What is ‘Per! Lap SB the 
story except that they formed the basis of the first join j le Re ai ] O anization int 
business venture which has kept these three so arm b Lat rant the (0 
practically without interruption ever since that time. ball i. 

The three boys referred to are Burton T. and Clifford wie c( OV MIC h E59 Bi: hop, of 


M. Bishop and John McCormick, Jr. The name of the 
firm which they have been running for 
the past 22 years, and which has long By 
been a leader in automobile circles in » . 
Brooklyn, N. Y., is Bishop, McCormick — A. B. Grofoot I 
& Bishop. And this name now bears —_— 

promise of becoming a leader not only e \ t 


















in Brooklyn, but in all of Greater New eavene for 110 care in that $ 
York, as the firm has recently taken doy and age wes oo fer a 
over the Dodge representation in Man- seat at in Gee tat W 


hattan, the Bronx and Westchester on —_ sili. several of the neighbors ~ 
County, thus giving it the largest—and " 


called the place “Bishop’s 
probably the richest—tterritory covered Folly.” Rigor ll tien aan 


by any one retail organization. ee 3 decided. a f m 
Starting in 1905 as E. H. Bishop & : later to utilize the building . 
Son, with a very small investment, the W 


= as a sales place, it was 

4 necessary to turn out 110 
high priced cars that were 
paying good rent for the 


firm has grown until now it employs 700 
persons and has a liquid capital of 
nearly two and a half millions. This 
capital does not include any of the real : 
estate holdings or leases as these are a 
held by a separate company, so that the : 
merchandising company’s inventories . 
will not be cumbered with any frozen | 
capital. The liquid condition of the as- 
sets of the company places it in an en- 
viable credit position, about which 
more will be said later. 

Originally, E. H. Bishop and his 
son were engaged in backing finan- 
cially the operator of the local Max- 
well franchise. But before the year 
1905 was half over it became neces- 

. sary for them to operate the fran- 
chise as well as to finance it. : 

The following year, Clifford M. So 
Bishop returned from college and ty 
the firm was reorganized, taking in 
the boyhood friend of the younger 
Bishops, and adopting the name of 
Bishop, McCormick & Bishop. Mr. 
McCormick bought a third interest in the business for 
$19,000—the only cash, incidentally, ever put into the 
business. That was in 1906 and the firm has continued 
under the same name and with the same principals ever 
since. One of the factors contributing the success of the 
company is thought by C. M. Bishop to be the balanced space. The building is now the principal service sta- 
judgment obtainable from the three minds thus brought _ tion of the company. 





and kept together. While the garage was being built the Maxwell fran- 7 

That same year, the company had built a storage gar- chise was lost through no fault of theirs, and it be- er 
age, with a capacity of 110 cars. At that time the gar- came necessary for Bishop, McCormick & Bishop to mi 
age was thought to be the element of the automobile look around for a new affiliation. In discussing the be 


business that was to be the best profit maker. But a history of the company, C. M. Bishop is quite frank 
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Began in Boyhood With 
Pigeons 


haps § the Largest Independent -Automo- 
the f Country. The Story of Bishop, 
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in stating that they had one or two very fortunate 
“preaks.” This particular change took place at about ‘ Cee 
the time Henry Ford was creating a stir with his 4 Ee 
$500 car, and the young company managed to secure @ a 
a non-exclusive franchise for Brooklyn and Queens 
with a 10 per cent discount. 
hat It was shortly after this that 


hat 
far 


— Ford came out with his six-cyl- 
ops inder car, and Bishop, McCor- Ss 
om- mick & Bishop rapidly built up eae 
owe a good volume of business. They , a Es 
ling were under contract to Ford, j 
was and their yearly contracts grew 
110 to big dimensions until 1911 f 
re when their contract called for ‘ 
: e 


10,000 cars. 





4 sk - a. | C. M. Bishop, above; 
‘pone a , oe | ee. John McCormick, Jr., 
| | _— - at extreme left; and 

B. T. Bishop, at left. 
The building houses 
the main Manhattan 
showroom and new 
executive offices of 
Bishop, McCormick & 
Bishop, looking down 

Broadway 


Po RR CO 


branch, that Bishop, Mc- 
Cormick & Bishop had any 
real inkling of what was happening. They 
were offered a dealership under this 
branch, but this offer they refused. And 





- so they were again forced to look for 
-_ It was while they were operating under this enormous new connections. 

naan “ontract that they observed a new building in process Here again, the company had one of its fortunate 

: i of erection on the corner of Bedford Avenue and East- “breaks.” While handling the Ford franchise it had 

- ‘tn Parkway, Brooklyn, and this building, about which also been handling the Paige and Cole. But it had also 

7 he much mystery was maintained, had every appearance of had ample opportunity to see and study the new Dodge 

vam being planned for an automobile showroom. It was not which was just getting into its stride at that time. The 


until the new building was placarded as the new Ford Dodge Brothers had not yet started making all their 
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own parts, but were buying 
from other manufacturers. 
As all parts were stamped 
with some identification of 
the manufacturer, the serv- 
ice department of Bishop, 
McCormick & Bishop was 
able to learn where the vari- 
ous parts came from on the 
Dodge cars that they serv- 
iced. They were particular- 
ly impressed with the uni- 
formity of the DB parts, 
and came to have a high es- 
teem for the products of the 
Dodge plant. Fortunately, 
at this time, the Dodge Bro- 
thers were just getting ready 
to make their entire car 
themselves, and were plan- 
ning to develop their own sales, and Bishop, McCormick 
& Bishop felt that this would be a good time for them 
to get aboard the Dodge wagon. 

It took some angling to land this franchise, but they 
did it. They heard one day that A. I. Philip had been 
appointed sales manager for Dodge Brothers, and be- 
fore he was even settled in his office, they were calling 
upon him to sell him their service. Not only did they 
succeed in doing this, but what is almost as much to 
the point, they succeeded in getting the New York city 
franchise for a firm with which they had always had 
friendly relations. This, they felt, was particularly ad- 
vantageous, as the two territories so closely overlap that 
an unfriendly competitor might create a difficult situa- 
tion. They themselves had not yet expanded to such 
an extent that they felt they cared to assume responsi- 
bility for the combined territory. 

The Dodge Brothers connection had not been in effect 
long, before the manufacturers decided to maintain ex- 
clusive agencies only. Some doubt was felt in the minds 
of the principals of Bishop, McCormick & Bishop as to 
the practicability of operating on this basis, but they ac- 
cepted the plan, and C. M. Bishop now says that this 
was one of the best moves ever made by the company. 
By concentrating their efforts on one line, they were 
able to learn all the selling points of that line themselves 
and be thoroughly sold on the car before attempting to 
sell their customers. The company’s greatest growth 
has taken place under this arrangement. 

The latest change in the company’s growth has been 
the recent addition of Manhattan, the Bronx, and West- 
chester County to its territory. With this addition, the 
company will have 10 new-car salesrooms, six service 
stations and parts departments, four new and used ear 
salesrooms, four new car delivery departments, three 
stations combining all functions, two service stations, 
one used-car sales and service station, one parts depart- 
ment and used car service station, and one used-car serv- 
ice station. 

Their contract for 1928 calls for the sale of 20,000 
cars, and they expect to dispose of 25,000. This will 
involve a turnover of about $30,000,000. The special 
significance of this move to the firm and to the public 
will be further discussed toward the end of this article. 

The figures for the projected 1928 business direct at- 
tention to the interesting financial developments of the 
company’s history. As has already been pointed out, no 
cash has been put into the company for the past 23 
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Part of Bishop, McCormick & Bishop’s principal 
Brooklyn service station, built in 1906 for storage 
garage 
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_ years, with the exception of 
the original $19,000. Its 
growth during that time to 
an operating capital of 
nearly two and a half mil- 
lions, is therefore signifi- 
cant. It must be borne in 
mind that this figure does 
not include any of the valu- 
able real estate holdings that 
are actually a part of the 
business. 

Early in the history of the 
company the principals real- 
ized the importance of build- 
ing up a respectable working 
capital. For that reason, they 
turned as much of the profits 
as possible back into the op- 
erating capital of the com- 

pany, drawing merely nominal salaries, for several years 
amounting to about $25 a week each. Thus they were 
able, not only to build up their working capital but to 
improve their credit standing. This credit standing 
has also shown a steady, reputable growth. At first, 
when the company wanted to borrow money for its 
needs, it was necessary for E. H. Bishop and John Mc- 
Cormick, Sr., the fathers of the principals, both of 
whom were well known in business circles, to endorse 
the notes personally. Gradually, however, as they built 
up their capital and their reputation for meeting their 
notes grew, they were able to eliminate their fathers’ 
names from the notes, and finally reached a position 
where the company’s name on the note was sufficient to 
secure almost any loan they needed. In fact, the conm- 
pany has just recently negotiated a line of credit of 
$2,000,000 on its own endorsement, and as Mr. Bishop 
expresses it, their credit is not even strained. 

Part of this credit position has been built up by the 
previously mentioned policy of keeping the capital of 
the operating company as nearly liquid as possible. It 
has been the practice of the company to maintain a ratio 
between quick assets and quick liabilities of anywhere 
from 3:1 to 7:1. This factor has been one of the con- 
tributing elements to the present financial soundness of 
the company, and to the strength which enables it to 
make such expansions as the recent one without any un- 
due strain to its credit standing. 

Financial stability is not the only factor that has en- 
abled Bishop, McCormick & Bishop to reach its present 
pinnacle in automotive dealer circles, according to 
C. M. Bishop. Another important element he regards 
as their strictly adhered to policy of handling only low 
or medium priced cars. This has enabled them to do a 
volume of business that has made much money for them. 

Optimism is regarded as another contributing factor 
to their success. Even when some of the “breaks” 
seemed to go against them, their confidence in the auto- 
motive industry and in their part in it kept them stead- 
fastly to their purpose, and they never faltered in their 
determination. Adaptability is another factor given 
prominence in Mr. Bishop’s interpretation of their suc- 
cess. There were at least three times in the history 
of the company when conditions seemed to call for radi- 
cal changes in their operation, and it required careful 
consideration before they decided to adapt themselves 
to the changing conditions. One was when they found 

(Turn to page 40, please) 
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sideration the negligence of the average car owner 
and his loathness to expend money on maintenance 
until his car virtually refuses to budge, and the failure 
of service representatives to exert every effort in con- 
vincing motorists that their neglect will prove costly 
and in selling them preventive maintenance which, like 
the proverbial stitch in time, may save nine. And that 
may mean $9, $900 or nine lives. 

Elaborating upon his statement, Mr. Barber declares 
that the headlights and other lighting equipment of 
the automobile have one outstanding difference from 
other parts of the vehicle. If the lights are not in order, 
as is frequently the case, the fact is advertised to all 
the world. Every driver knows how large a propor- 
tion of cars he meets at night show glaring headlights, 
how many one-eyed cars he passes, how many trucks 
and buses fail to carry the clearance lamps or other 
special lights which are supposed to distinguish vehicles 
occupying an unusual width on the driving surface of 
the highway. 

If the condition of the brakes, the steering gear, 
the horn and other details of the essential equipment 
of the average motor vehicle were as clearly evident 
to the casual observer as are deficiencies in the lights, 
perhaps there would be a more general realization of 
the extent to which these defects contribute to the 
25,000 annual deaths and half million or more other 
serious accidents occurring annually on our streets and 
highways. Probably also this realization would enlist 
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greater effort to the correction of defects in brakes -or 
steering gear than it does with regard to the lighting 
equipment. 


It is perhaps superfluous to remark that this “greater 
effort” should be the immediate concern of every in- 
dividual in every unit of the maintenance division of 
the automobile industry. When contact has been es- 
tablished with a motorist through the medium of even 
the most trivial servicing job, even a hasty inspection 
of vital parts may reveal a defect that will serve as a 
basis for the sale of additional service. Give a safety 
argument, make an appeal to man’s primal instinct— 
self-preservation—and a goodly percentage of the ap- 
proaches will result in jobs that will swell the annual 
profit total. 

The point of the matter from the accident reduc- 
tion angle is that if more preventive service jobs were 
sold and properly accomplished, fewer cars would be on 
the roads with defective equipment, accident chances 
would be reduced and the accident toll lowered in con- 
sequence. 

Now, isn’t there ample reason for giving an affirma- 
tive answer to the question, “Would accidents be re- 
duced if the dispensers of automobile service made 
full use of merchandising potentialities ?” 

The task before service men is to weld a maintenance 
link of such power in the chain of circumstance that 
while preventive service jobs will be greater in number, 
accidents may be fewer. 
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Stutz After Speed Laurels With Special Racer 
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spring-loaded packing gland which provides an auto- 
matic takeup or tension effect. Save for the fact that 
ice is used in the nose tank, the cooling system water 
circuit is conventional. 

The main reason for using two crankshafts was to 
secure a very low yet straight driveline to the rear 
axle. The driven gear mounted below is supported on 
two very large diameter inboard mounted ball-bear- 
ings. No flywheel is used, the multiple disk clutch 
of 5%-in. diameter being mounted on the end of the 
driven gear. The clutch designed by Frank Lockhart 
has four driving and four driven disks, and was built 
by the Rockford Drilling Machine Co. It is featured 
by a positive drive “locksin’” device, which relieves 
the facings of all torque loads when transmission is 
in gear. 

The car has a uniform ground clearance from front 
of crankease all the way back to the bottom of worm 
housing of 5 in. 

Drive from the tail shaft of the transmission is by 
means of a forged propeller shaft 244-in. outside 
diameter on the front end of which is mounted a 
Mechanics metallic-type universal joint. The pro- 
peller shaft forging is drilled its full length; then 
reamed and lapped inside and out, the finished job 
having a wall thickness of 3/16 in. 

The rear axle is of the under-mounted worm-type of 
Timken manufacture, equipped throughout with roller 
bearings. The housings are malleable and finished all 
over. Each end housing is equipped with a pressed-in 
steel tube which surrounds the unusually heavy drive- 


shafts, which are formed with the hub integral. The 
shafts are solid and measure 234 in. in diameter at 
the small or splined end. The axle at present is 
equipped with a 2.83 to 1 reduction, the worm having 
six leads and the wheel 17. Wheels of 16 and 18 
leads are carried and may be used in later experimen- 
tal runs. Since such worm speeds as 7000 had not 
been previously encountered, it was necessary for the 
axle builders to do considerable experimental work. 
It is estimated that the thrust load on the wormshaft 
bearings at full throttle is in excess of 2100 Ib. 

Wheels, front and rear, are of the disk type of ex- 
tremely heavy construction. They were made by the 
Motor Wheel Co. and carry special straight side rims. 
The outer rim flange is bolted on by means of approx- 
imately 18 nickel steel retaining screws of 1%4-in. diam- 
eter. This is a safety feature to provide against acci- 
dent in case of a puncture or blowout. For the same 
reason each rim carries six heavy tire bead retaining 
lugs of substantially the same design as used on 
the old-time bolted-on type of tires. The wheels 
are detachable at the hub and the outer plate of the 
latter is of such large diameter that only about 4 in. 
of the wheel disk extends beyond the hub plate to the 
inner edge of the rim. 

The steering gear is a duplex cam and lever type 
of Ross manufacture. 

Lockheed internal hydraulic brakes are fitted to 
all wheels. The front wheel shoes are operated by 
a hand lever, the rear shoes by the conventional foot 
pedal. 
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that the market was expanding so rapidly that they 
could no longer handle all of it themselves and that they 
would have to put on a hired sales force. The second 
was when they decided to cut off their revenue from car 
storage in order to devote their energies and facilities 
to the sales end of their business, and the third was 
when they were called upon to handle one line exclu- 
sively. They took all these three steps, however, and 
they have not regretted any of them. 

Balanced against this adaptability is the quality of 
continuity, which is evi- 
denced superficially by the 
fact that many employees 
of the company have been 
with them for 22 years, 
that the average executive 
in the company has been 
there for 15 years, and that 
all three principals have 
given uninterrupted service 
to the company since its 
inception, and that they are 
still active in the conduct 
of its business. This 
balance between adaptabil- 
ity and stability is an evi- 
dence of the balance of 
judgment to which refer- 
ence has already been made 
and which Mr. Bishop regards as one of the principal 
factors contributing to the success of the company. 

Progressiveness is another important contributor. The 
company was one of the first to adopt the flat rate 
service charge and flat rate compensation of mechanics. 
Real service to customers, which has always been re- 
garded of paramount importance, was thus increased. 

Another factor to which Mr. Bishop ascribes a por- 
tion of their success is the policy of conducting the 
business on the same basis of efficiency as a factory. 
All the machinery necessary for its operation is con- 
sidered the same as a factory would consider its plant 
equipment, and so dealt with. As near as possible, the 
straight line movement of cars from railroad siding, 
through storage, cleaning room to street and in the 
customer’s hands is maintained. The machinery for 
this movement is so arranged that it is possible to de- 
liver 100 cars a day without any clogging anywhere 
along the line. The maintenance of five closing rooms 
adjacent to the main showroom, also facilitate this 
smooth movement from siding to customer. In com- 
menting on this aspect of the situation, Mr. Bishop re- 
marked that “the dealer doesn’t get his profit until de- 
liveries are made. Therefore the machinery for de- 
livery must run as smoothly as possible.” 

The used car department is regarded as an asset 
to the business and not, as in so Many instances, as a 
liability. This, too, contributes toward making the whole 
business a successful one. | 

A final factor, and one that has a very direct bearing 
on the latest move of the company, is the realization that 
a retailer makes more money on the sale of a given 
number of cars than does a distributor on the sale of 
the same number. Therefore, the company has never 
attempted to operate in a distributing capacity, and 
even now, with probably the largest territory covered 
by any retailer and a larger territory than that covered 
by many a distributor, the company is retaining its 
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EALIZING that a retailer makes more 

money on the sales of a given number of 
cars than does the distributor on the sale 
of the same number, Bishop, McCormick & 
Bishop, of New York City, has never at- 
tempted to operate in a distributing capacity. 
Even now, with probably the largest terri- 
tory covered by any retailer and a larger 
territory than is covered by many a distrib- 
utor, the company is retaining its own sales 
identity, and practically all the Dodge sales 
units in its territory are operating as 
branches of the company, and not as dealers 
with a franchise under it. 
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own retail sales identity, and practically all the Dodge 
sales units in its territory are operating as branches 
of the company, and not as dealers with a franchise 
under it. 

There are one or two instances that might be regarded 
as exceptions to this statement, where associate deal- 
ers are appointed in sections so far removed from the 
main offices as not to justify the expense of maintaining 
branches. But even in most such sections, the company 
prefers to maintain its own branches in order to supply 
uniform service. 

This leads naturally to 
the question of the real 
significance of the latest 
move, both as it affects the 
company and as it affects 
the public. From the com- 
pany’s point of view, this 
move gives a larger field of 
operation. Two areas, 
formerly covered by two 
companies are now covered 
by one organization, main- 
taining only one executive 
overhead. The two areas 
have always so closely over- 
lapped that the two 
agencies covering them 
have inevitably duplicated 
a certain amount of sales effort and advertising ex- 
penditure. Under a unified control this waste of effort 
and advertising can now be eliminated. A saving in 
bookkeeping and administrating expense generally is 
also made possible. Although competition between the 
two territories has always been friendly, its elimination 
constitutes a saving in costs. 

The new consolidated territory embraces “rich West- 
chester, commercial New York, a rich passenger trade 
in New York, and Brooklyn which is the best moderate 
priced car market in the world,” according to Mr. 
Bishop. This gives a diversified market with a spread 
which more or less precludes a complete let-up in activ- 
ity. It also enables the company to maintain a live 
inventory of cars by balancing a possible excess of one 
type in one district against a corresponding lack in an- 
other district. This is the first point brought out by 
Mr. Bishop, where the customers will benefit by the 
move. 

Another point which makes this move advantageous 
to the customers, in the opinion of the firm’s princi- 
pals, is the uniformity of service obtainable through- 
out the metropolitan area. No matter at which of the 
Dodge salesrooms a person buys a car, he can now be 
assured of uniform service and charges at any Dodge 
service station throughout the city. More particular- 
ly does this apply to fleet operators of Dodge or Gra- 
ham trucks, who would probably buy through one 
point, but might have their fleets distributed and who 
would thus find it advantageous to have their trucks 
serviced at different points. 

With such a history behind them, with the unin- 
terrupted continuation of the policies which have 
made for their past success, and with the same prin- 
cipals maintaining their active participation in the 
conduct of the business, Bishop, McCormick & Bisho}: 
looks forward to success in expansion that will be pre- 
portional to their success under former conditions. 
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Display zs the Big Idea iz 
Modern Merchandising 


I WOULD be pleased to receive your sug- 
gestion for a design of a building and 
floor plan for an up-to-date Ford authorized 
agency. We do not have Lincoln service 
here, but service the Ford passenger car, 
truck and tractor. We do not want to build 
a costly building, but would like a building 
of the latest design, not putting all the cost 
in the dress and appearance, but using the 
shop equipment, fixtures and showroom in- 
side as the finishings to make it attractive 
as well as a first-class Ford agency. If it 
is asking too much to send a design and 
floor plan of both a one and two-story build- 


I am inclosing a sketch as to the location 
and the street width on both sides. There 
is no alley in this block. I have marked 
off the suggested service entrance and exit, 
but as to the runway to the basement and 
the second floor, we leave that to your 
decision. A possible better service entrance 
could be suggested. I do not believe a build- 
ing with any opening to the outside would 
be desired like at the service entrance, but 
just have a large entrance without a part of 
the sides of the building cut away because 
we have rains and winds here frequently. 
But at the same time if the entrance is to 


each side would possibly have to be open, as 
it seems to me without a patent door there 
would be considerable wind circulating over 
the whole lower floor when stormy. 

The parking strip and sidewalk together 
on each side of building measures about 
5 ft. over all. 

The location of the building is to be in 
the University district of Seattle, four blocks 
from the University district business center 
and five blocks from the University of 
Washington itself, in the district of auto row. 

We want to include a paint room in this 
new building and also a grease rack or pit. 


























































































































ing with a full basement, just send a two- take in a large part of the corner of the —C. F. Hartwig, care of Howard Motor Co., 
story plan. building, I can see where the side wall on 1102 E. Forty-fifth St., Seattle, Wash. S . 
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conditions a corner — — oe office arrangement, 
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MAIN rLCOP should be no trouble 


ruin any chance of a in getting everything 
good arrangement in- in to suit your own 
side. In this case it would be an un- The arrangement has also possi- particular tastes, now that you have 
usual handicap to a good layout. bilities for a one-story and basement the skeleton. 


The corner is a valuable display which is not usually the case. For a 
space and to literally throw it away one-story layout the whole rear section 
would be unwise even if something would have to be devoted to service, installed at the rear of the entrance 
big were to be gained. By keeping the and the ramp, while occupying the same passage; there should not be much 
entrance away from the corner you position, would go down from the front could ¢ drafts if th ‘t is cl 
avoid the traffic congestion that is al- instead of from the rear to avoid traffic a “>, ndaine - + wis a 
Ways greater at a corner, no matter through the shop and also to be con- © SS War 5S SOS SF Game UP 
how unimportant. Also, by keeping the venient to the front entrance. In a one- the samp and out the upper windows, 
passage through the building at the story arrangement all columns would but it will be warm air and the cold 
back you reserve the light outside be removed and the roof trussed; this,of air coming in to take its place will 


The front entrance could be kept 
open most of the time, with the doors 
















































































spaces for sales. course, would make everything more only be enough to supply ventilation. 
—— — — . _— — —_ — — = 1 = _ - _ 
am | + -RAMP—UP- Td RAMP DCWN-> 
oe i _— . L SS Bs adh x. —_*# 2 { : T = ‘ = - ; 
—— rT ah oe | De ensil || 
= ; . — aos ——+ TST = 
- ae | | | | | | | 
ty —— =a ———— en “yee , . eo 
+*— —— ~ r | eCIAL fl 
mA SS Fe Fal & me 
} | be! 
a ae = — ree L ——-— a — , NEW CAR ! 
incl | | ~ == endl =. STORAGE , | ‘ . | 
Sctesnegeeclloen Sec crerediicocansall foovaenll * , a ) BOUIP. 9 e | 
| ] | | 1 | J a 
} ee 
=o P| lf | io 
me Sa Se 2 an i} |U4 — = —— 
| | PAINT 
_ 4 | - | 4 BOOTH : 
: S 
a t | PAINT 























BASEMENT SFCOND FLOOR 








42 


Motor Age 





a; 
Ls 








The Latest in Equipment for 
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Paint Outfit 
HE U. S. Paint Outfit No. 1 in- 
cludes a new U. S. paint spray 
gun designed by De Vilbiss, and is 
suitable for producing either a flat or 
round spray. The flat spray can be 
narrowed or widened by a spreader 

















which 


adjustment valve, is an ex- 
clusive feature. 

Complete outfit includes one quart 
cup and 25 ft. of air hose, fittings, 
nickeled moisture extractor, and is 
equipped with reducing valve, gages, 
globe valve, shut-off cocks and fittings. 

Made by The United States Air Com- 
pressor Co., Cleveland, Ohio. 





Klein Junior Krane 

HE Klein Junior Krane has the 

same swivel head and _ hoisting 
drum as the Klein Krane but is not 
equipped with % in. plow steel cable, 
features, tow bar, cradle, chains, chas- 
sis hooks and true-lay cable. It is 
equipped with % in. plow steel cable, 
and to make adjustments it is neces- 
sary to remove bolts and insert same in 
auto holes as desired. List price, $80. 
Made by the Klein Structural Steel 
Co., Bellevue, Ohio. 





Rego Welding Equipment 
HE Rego “Big Six” welding outfit 
and Rego GMK cutting attach- 

ment is designed to handle all kinds 
of service station welding. Because of 
the large capacity of this equipment, 
together with an assortment of three 
tips, it is possible to handle anything 
from lead burning to frame straighten- 
ing or heavy welding. 

The outfit includes tips GM-37, GM- 

48. RGM-72, 1086-V oxygen regulator, 





1063-V acetylene regulator, two 10 ft. 
lengths of % in. S.F. hose with con- 
nections and two wrenches. The price 
complete is $55. 

Rego equipment is made by the 
Bastian-Blessing Co., 240-258 E. On- 
tario St., Chicago, Ill. 

A strong steel case for protecting, 
displaying or carrying the equipment 
is available at $4. 





Klose Kwarter Wrench 
LOSE KWARTER wrench is espe- 
cially designed for use on hard-to- 

get-at nuts by the Billings & Spencer 
Co., Hartford, Conn. It is a double 
headed wrench with the openings at a 
75-degree angle, jaws narrow and 
pointed and the heads very thin. Both 
heads are on the same side of the 
wrench, affording a comportable grip 
and powerful leverage. It is made in 
all popular sizes to fit S. A. E. and 





U. S. Standard nuts. 
play boards are furnished with the 


Attractive dis- 


wrench assortment. Five wrenches 
are packed in a kit, giving an assort- 
ment of ten openings from % in. to 
% in. The wrenches are drop forged 
from chrome molybdenum steel. 


Hydraulic Jack 


— HE Walker No. 

770 Roll-A-Car 
hydraulic jack has a 
low point of 5 inches, 
and a high point of 
17 inches. Capacity 
is 5000 lbs., weight, 
165 lb., frame high 
point is 8% in. and 
floor clearance 1 1/16 
in. A special safety 
valve in the larger 













oil cylinder acts as an automatic 
emergency release when a_ greater- 
than-capacity load is applied. 
This same jack is made of rubber 
tired wheels under model number 771. 
Made by Walker Manufacturing Co., 
Racine, Wis. 


ts 


Tire Changer 
PERATED by air, the Kellogg 
tire changer speeds up and makes 

easy the removal of the tire from the 
rim. Replacement of the tire is ac. 
complished with equal facility as the 
device is doub!te acting in that the 














ee 


pressure can be applied either to con- 
tract or expand the rim. 

Though the graduated controller 
valve, air pressure operates three 
lever arms which act on the rim at 
three equidistant points moving simul- 
taneously so that the rim cannot be 
sprung or twisted. Any size rim can 
be handled without adjustment. Pro- 
vision has been made for holding solid 
rims so the tire can be forced off. Wire 
and disc wheels can be handled with 
equal facility. A length of hose with 
tire chuck is furnished so that a tire 
can be inflated while it is on the 
machine. 

The Kellogg tire changer is shipped 
bolted to a platform which may be 
used as a base where it is not desired 
to fasten the machine permanently in 
position. 

Made by the Kellogg Manufacturing 
Co., Rochester, N. Y. List price, $55.00. 





Besco Electrical Ladle 
N electrically heated ladle has been 
developed that keeps the heat at 
a constant temperature and the sealing 
compound at a flowing consistency. 
This is made of aluminum and easily 
kept clean. It is supplied with an open 
heating unit and holds 1% pt. of com- 
pound. A detachable plug and 7 ft. in 
sulated rubber-covered wire is furl 
ished. This ladle is made by the 
Battery Equipment & Supply Co. 1638 
S. Wabash Ave., Chicago, and sells for 
$4.75. 
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the Automotive Service Shop 
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Vertical Compressor 


O supply the limited air require- 
i of the small garage, country 
filling station, or any small shop where 
space is at a premium, is the purpose 
of the new U. S. Model SA-14 air com- 
pressor. Due to the popularity of this 
compressor in the small roadside filling 
station and refreshment stand, it is 
called the “Hot Dog” model. The tank 
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is vertically mounted to conserve floor 
space and all units are assembled at 
the top of this tank. Increased produc- 
tion facilities have made it possible to 
reduce prices on practically the entire 
U. S. line of air compressors, paint 
spray equipment, and car washing sys- 
tems. Prices and further details on 
the SA-14 air compressor and other 
products, may be had by writing direct- 
ly to the United States Air Compressor 


Co, 53388 Harvard Ave., Cleveland, 
Ohio. 





Milburn Lead Welding Torch 


This torch is especially made for 
battery repairmen for lead welding. 
Its very sharp flame which is free from 
*xcess Oxygen, produces fast, clean and 
accurate work. The oxygen and gas 
fnter the torch at equal pressures and 
are thoroughly mixed, resulting in a 
heutral flame and eliminating flash- 
backs. The nose of the tip can be 
Mshed into the molten metal without 


injury. The torch is 13 in. in length 
and is rugged and well-balanced. The 
lead welding outfit consists of Mil- 
burn Lead Welding Torch, including 
3 tips; acetylene regulator with gage; 
1 oxygen regulator with gage; 2 lengths 
of rubber tubing; and 1 torch light; 
wrench for torch, regulators and tank 
connections. In addition to this special 
lead welding equipment the Alexander 
Milburn Co., 1416-1428 W. Baltimore 
St., Baltimore, Md., also makes a com- 
plete line of welding, brazing and cut- 
ting equipment especially suited to the 
kind of work found in automobile 
service stations. Further details on 
the complete line may be had by writ- 
ing directly to this concern. 





New Wrenches 


NUMBER of new wrenches have 

been designed by the Blackhawk 
Mfg. Co., Milwaukee, Wis., for servic- 
ing some of the latest cars. These 
wrenches include the No. 2324 for the 
Master Six Buick which is used only 
on the right rear stud nut of the cylin- 
der block. The socket size is % in. 
double Hex, the length overall is 14% 
in. Wrench No. 2524 is for the same 








car and is used on all cylinder block 
stud nuts except the right rear. Wrench 
No. 2320 is made for the Standard Six 
Buick and is for use only on the right 
rear stud nut. The socket size of this 
wrench is % in., the length overall is 
135g in. Wrench No. 2520 is for the 
same car and is for use on all stud nuts 
of the cylinder block except the right 
rear. The 12-point or double Hex sock- 
ets allow short bites which are so neces- 
sary when working in close quarters. 
The heavy knurled handle provides a 
solid grip. These wrenches list at $1.60 
each. 


35-Ton Hydraulic Press 


N addition to having a brute force 
of 35 tons, this press also has the 
advantage of being easily controlled. 
The head is movable and can be used 
in the center or to one side, as desired. 











In order to make it easy to raise or 
lower the bed a special hoist operated 
with a handle is included. This press 
is hydraulically operated and sells for 
$203. It is made by the Breeze Corp. 
of Newark, N. J. 





Clutch Pilot Bearing Puller 
HIS useful tool is made so that 
the finger ends close and slip 

through the bearing, then expand by 

puller screw turning through holder 
block and forcing the fingers out so 
as to catch back of bearing and permit 
it to be pulled out by turning nut 
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on the puller body screw. This will 
pull pilot bearing on all clutches and 


is made of heat-treated steel. Model 
No. is U-87. Made by Kent-Moore Or- 
ganization, Detroit, Mich. 
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The Newest in Accessories 


Vehicle Reflector 
SPECIALLY recommended for 
trucks and buses is the new Per- 

sons vehicle reflector, which mounts on 
the rear of the vehicle. This reflector 
does not use any electric light bulb, or 
other illuminating device, but depends 
entirely on the headlights of the vehicle 
behind. Due to the peculiar construc- 
tion of the reflector, it is said to become 





brilliant when bright headlights are as 
far as 500 ft. in the rear, and never 
fails to show. This reflector has a face 
5 in. in diameter, the total diameter of 


the entire reflector being 6% in. The 
price of the reflector is $2, a pair con- 
sisting of one red and one green re- 
flector, selling for $4. These are made 
and marketed by the Persons-Majestic 
Mfg. Co., Worcester, Mass. 





Spring Assortment 

N unusually complete assortment 
of all kinds of small springs of 
both expansion and compression variety 
is now being made and sold in complete 
packages by the Peck Spring Co., Plain- 
field, Conn. For controlling and silenc- 
ing all kinds of brake, throttle and igni- 
tion rods, these springs are invaluable. 
They are available in convenient assort- 
ments that range in price from $1.50 
to $5, depending on the quantity of 

springs in each assortment. 


ta 


Woodworth Snap-on Chains 

NAP-ON tire chains have been im- 

proved by using a stronger cross 
bar and also the fastener across the rim 
and felloe have been made consider- 
ably longer so, that it comes down fur- 
ther on each side of the tire and re- 
quires much less clearance. A special 





_tling or vibration. 


snap-on tire chain for use on wire 
wheels is now being manufactured and 
a universal type carrying small fasten- 
ers which can be placed under the bead- 
of any straight side tire by simply de- 
fiating the tire and left there so that 
chains can be snapped into them when- 
ever required. Woodworth Specialties 
Co., Binghamton, N. Y., are the mak- 
ers. 


Stabilizing Jacks 

TA-JAX SALES CO., of Gary, Ind., 

is now announcing the Sta-Jax per- 
manent stabilizing jacks. These units 
consist of a jack for each wheel per- 
manently attached to the car springs. 
With a folded speed wrench each jack 
can be let down without getting under 
the car. When not in use jacks are 
folded up under the car spring, prac- 
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tically out of sight and each is attached 
with two immovable clamps which hold 
it with a vise-like grip and prevent rat- 
This unit attached 
to the spring and coupled with its 
weight, acts as a snubbing force against 
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the spring rebound. Each jack can lift 
3500 Ibs. For storing the car in win- 
ter the four jacks can be let down. 
They also can be used when adjusting 
four-wheel brakes or in fact, are a great 
help when performing any service on 
the car where it is necessary or helpful 
to raise the wheels. 


Dayton Steel Wheel 

NEW, light-weight steel wheel de- 

signed for light trucks, has been 
put on the market by the Dayton Wire 
Wheel Company, Dayton, Ohio. This 
wheel is so designed that it is almost 
impossible to bend or break it. It has 
the typical Dayton hollow arch spoke 
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construction, integral hub and felloe, 
and is a complete wheel in every re- 
spect. An advantage claimed for this 
wheel in addition to its strength is that 
of increased tire mileage due to cool 
running. The broad arches of the Day- 
ton light steel wheel allow maximum 
air circulation which continually cools 
the brake drums and tires. 


New Polishing Cloth 


HIS is a polishing cloth impreg- 

nated with a_ special chemical 
compound that absorbs the dust and 
polishes as it cleans. It does not 
scratch the surface but leaves it dry 
and free from any oily film. Cars 
dusted regularly with this cloth remain 
bright and new looking. It can be used 
on Duco and other lacquers. Each 
cloth is ready for use, packed in a red 
and blue lithographed metal can. The 
Las-Stik Mfg. Co. of Hamilton, Ohio, 
has announced the addition of this new 
item to their line at the list price of 
50c a can. 








Oakite 

ISPLACING gasoline, Oakite is 
now being extensively used for 

the purpose of cleaning grease and dirt 
from automobile parts as well as from 
service station floors. Oakite comes in 
powdered form and can be readily mixed 
with water, thus forming a powerful 
but safe cleaning agent. An interesting 
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booklet showing many practical ways 


of saving time and money in the service 
station by the use of Oakite, is now 
being distributed by Oakite Products, 
Inc., 18 E. Thames St., New York, N. Y. 





Schrader Valve Caps 

The No. 935 tire valve cap is designed 
especially for use on bent valves as 
used on disk wheels. 
This valve cap is air- 
tight up to 250 lb. when 
screwed down tight by 
hand. It is made by 
A. Schrader’s Son., Inc., 
Brooklyn, N. Y. 


Model AA Stabilator 

HE Type AA Watson stabilator 

is designed specifically for cars of 
short wheelbase. Fundamentally, the 
operation of the new type AA stabilator 
is the same as that of the larger stabila- 
tor, which has been on the market for 
a number of years. The control force 
is directly proportional to spring de- 
flection. Because of the more exacting 











requirements of the light car from the 
spring control standpoint, greater 
Sensitivity has been built into this de- 
vice. This sensitivity is due in part to 
the use of smaller brake drums, giving 
4 greater variation between the maxi- 
mum and minimum control forces 
developed. The price of the stabilators 
ber set of four is $28. These are made 


by the John Warren Watson Co., Phila- 
delphia, Pa, 


New Radiator Ornament 
HE Irving Florman Co., 153 La- 
fayette St., New York, N. Y., is 

offering a Greyhound radiator orna- 
ment which was especially designed to 
harmonize with the lines of the new 





Model A Ford car. The ornament fits 
perfectly on the new Ford cap and 
gives the effect of additional length 
and grace to the hoodline of the car. 
It is 5% in. long and 2% in. high. 





New Keystone Cap 
HE Junior De Luxe Model radiator 
cap has now been added to the line 
of the Norlipp Keystone self-locking 
caps. This model is especially designed 
for use on the new Ford car and is 
constructed so as to provide protection 
against theft to both cap and Moto 





Meter. The model illustrated has genu- 
ine onyx ball ends locked to threaded 
cap arms for protection against theft or 
loss by vibration. For full information 
on these Keystone models, write the 
Norlipp Company, 560 W. Congress St., 
Chicago, IIl. 





Eaton Bumper 
UMPERS of endurance and dis- 
tinction have been developed for 

1928 by the Eaton Bumper & Spring 
Service Co., Cleveland, Ohio. These 
bumpers are available in either nickel 
or chromium plating. The Imperial 





“Convexobar” bumper is furnished in 
three widths of bars with 1% in. spac- 
ing between. These widths are 1% in., 
1% in. and 2 in. The Eaton line also 


\o 


includes custom-built bumperettes for 
all makes and models of cars, made to 
match the front bumpers. 





Hoof Rings 


OOF Graphoil piston rings are 
H now being offered to the trade. 
These piston rings are manufactured 
with a groove machined in the outer 
surface which is packed with Graphoil 
which is permanently locked in the ring 
and designed to give cylinder lubrica- 
tion at all times. Graphoil is a special 





compound so treated as to prevent 
breakdown under extreme motor tem- 
perature. It is claimed by the manu- 
facturer that the Graphoil piston rings 
lubricate the surfaces of the cylinder 
wall and piston and thus prevent rapid 
wear. These piston rings are manu- 
factured by John C. Hoof & Co., 162 
Franklin St., Chicago, Ill. For stand- 
ard sizes up to 4 in. the price is $1, 
and for sizes 4 to 5 in., $1.10. 





Plate Holder 


ICENSE plate screws with many 
advantages are being marketed by 
the Ideal Clamp Mfg. Co., Inc., 200 
Bradford St., Brooklyn, N. Y. Cadmium 
and nickel plating assures attractive 
appearance with absolute freedom from 
rust. These are sold to dealers on cards 
of 20 pairs at $1.50 per card. 
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Questions Answered By (. E 


Edward “Packer 








Apply Them Without 
Shellac 


We are having trouble with cylinder head 
gaskets leaking in cars using alcohol. We shel- 
lac all gaskets and draw the bolts up tight 
after the engine is thoroughly warm, but still 
these will develop leaks after a short time. 
What would you suggest for overcoming this 
trouble P—Wisconsin Reader. 


HE alcohol will dissolve the shellac 

and cause the gasket to be loose, 
which will permit falling out. You will 
probably have greater success if you 
will carefully clean off both the cylin- 
der block and the cylinder head, so 
that the surfaces are perfectly smooth. 
Then, put the gasket on dry, using no 
shellac, grease or white lead, and 
tighten down thoroughly. After run- 
ning the engine until warmed through, 
the head should be again tightened. We 
believe you will have no trouble if you 
will use these gaskets dry instead of 
with shellac. 


Where Are We Headed on 
Wheel Alignment? 


From time. to time I have noticed different 
opinions on camber and gather of front wheels 
on automobiles. I notice that they instruct 
us as mechanics to give them correct camber 
and gather. That certainly isn’t a very helpful 
remark. Of late I have had my attention 
called to bulletins sent out by tire manufac- 
turers that there should be no camber and 
gather and that the wheels should be straight 
as nearly as possible. They also stated that 
there is coming a time when there will be no 
pitch or toe-in to front wheels, and that the 
car manufacturers are beginning to wake up to 
that fact. Now, is that soP—Albert M. Alex- 
under, c/o Ray F. McDonald Hudson-Essex 
Co., Moberly, Mo. 


Hh RANKLY, we like your way of put- 

ting this question, but we object to 
one part, and will say that car manu- 
facturers are very much awake to re- 
cent developments. There are good rea- 
sons for recent changes in front wheel 
alignment. You will recall that it was 
only a short while back when roads for 
the most part were “violently” crowned. 
By that I mean the center of the road 
was very much higher than the edge 
and the entire road was built on a fairly 
uniform radius. By inclining the front 
wheels at a considerable angle the re- 
sult was that the wheels were at ap- 
proximately right angles to the road. 
This was as it should be and there was 
very little complaint regarding exces- 
sive front-tire wear. You will notice of 
late the trend toward flat road sur- 
faces—not perfectly flat, but much more 








Speed and Power 
Data in Jan. 5 [ssue 


I have taken Motor AGg 
for several years and I want 
you to send me a list of your 
1928 cars with the speeds of 
the engines. You never put 
that in Motor Ace and I 
want it for reference if I can 
get it—J. W. Bancroft, Cedar 
Falls, Iowa. 


F you will look in the 

Jan. 5 issue of MOTOR 
AGE on pages 69 and 70, 
we believe you will find 
exactly what you want. 

As you will notice, the 
revolutions per minute as 
listed are the revolutions 
per minute at which the 
maximum brake horse- 
power is obtained and not 
necessarily the maximum 
revolutions per minute for 
the engine. However, the 
figures as given are the 
most valuable ones, and it 
is quite impossible to say 
what the absolute maxi- 
mum speed would be for 
each engine. Also, max- 
imum speed without pow- 
er is valueless. 




















so than was the case some years ago. 


Another development influencing the 
inclination of front wheels, is the ap- 
plication of balloon tires with their 
greater road contact and the almost 
universal installation of four-wheel 
brakes. These factors are important 
in determining front-wheel alignment. 
In connection with these you will find 
that much more rigid tie rods are used. 
Formerly considerable of the toe-in al- 
lowed was given to the wheels for the 
purpose of compensating for tie-rod 
play and spring. As this no longer ex- 
ists to any great extent, the toe-in of 
front wheels is now being held, in most 
cases, between 0 and % in. as measured 
on the center of the tread of the tires. 


In other words, you are entirely 
right; the present trend, because of 
roads, balloon tires, brakes and steer- 
ing connection developments, is to have 
very, very little inclination to the front 
wheels and limited, if any, toe-in. 


Locating Water Leak in 
Block 


I have a late 1926 Advance Nash in my 
shop which has a water leak somewhere in 
the front end of the engine. The water runs 
out of the oil return from the timing gears 
in a stream about the size of a match. Can 
you tell me where it might be, as I do not 
like to take off the radiator and pump as this 
leak would be hard to locate with these off.— 
Keeney Garage, Plateau City, Colo. 


E don’t see any other way for you 

to check up on the exact location 
of this leak without tearing down 
enough of the engine to get to the leak. 
Our suggestion would be that you take 
off your radiator pump and apply city 
water under pressure to the block and 
remove parts as necessary until you 
can see just where the hole is. In order 
to repair the leak this would be neces- 
sary anyhow, so you will not be losing 
any time by tearing the job down. 





Back Again 


In the answer you gave me on the trouble 
with my Ford starter you said that it should 
pull 12 lb. on a radius of 1 ft. The test lever 
that I used was only 8 in. long and gave a pull 
of 9 Ib., so that would be a pull of 11 Ib. with 
a l ft. lever. The oil that I put in the Ford 
is medium. The clutch band is all right, but 
I didn’t look at the clutch fingers, and neither 
did I test to see how many amperes the starter 
pulled from the Vesta R6V11 type battery. 
With the starter as strong as it is, it still 
will not turn the engine.—Bill Keeler, New 
Straitsville, Ohio. 


ie your calculation of the strength of 
this starter you have just reversed 
your result, for with a longer lever your 
actual pull would be less. If your start- 
er pulls 12 lb. at 1 ft., the reading 
would be 24 lb. at 6 in., and so on, so 
you will see that using your 8-in. bar 
and getting a 9-lb. pull you would be 
actually getting much less than 9 Ib. at 
12 in. 

Possibly this reduced pull is due to 
worn bearings which permit the arma- 
ture to come in contact with a pole 
piece and “freeze” to it. Another pos- 
sibility is that you have the wrong type 
of brushes in the starter, and we would 
suggest that you inspect these, clean 
them off and see that they are of a 
bronze color all over. The use of gen- 
erator brushes in a starting motor 
would weaken the starter greatly. An- 
other possibility is that the pigtails are 
not secure and as a consequence are re- 
ducing the amount of current that flows 
through the starter. Weak spring ten- 
sion on the brushes would be another 
cause for low output. 
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Again we would suggest that you test 
this starter with a 12-in. arm and with 
a high-reading ammeter as it is very 
important to see how much current is 
going through the starter. Obviously, 
the starter will not have proper 
strength unless the required number of 
amperes is flowing through the wind- 
ing. 

We would also suggest that you give 
vour clutch just as much play as possi- 
ble without slipping, as you have 25 
steel plates in this clutch. These 25 
plates naturally tend to stick together 
considerably unless they have as much 
clearance as possible. 





Silence is Golden 


(iy page 44 of the Jan. 26 issue of 
Motor AGE, additional information 
should have been presented with regard 
to the squealing in the old Chevrolet 
clutch. The squealing was due pri- 
marily to the throw-out washer and not 
entirely to the clutch pilot bearing. In 
the new Chevrolet this has been re- 
designed so as to eliminate squealing. 
The new washer can be installed in 
the old cars and will effectually silence 
the clutch. 





Timing the Dodge Four 


Will you please give me the valve and 
ignition timing on the 1927 Dodge Four?— 
D. L. Priestley, Martin, Tenn. 


TRE inlet valve should open 3 deg. 

after top dead center and the ex- 
haust valve should close 1 deg. after 
top dead center. In timing the ignition, 
the breaker housing should be placed 
in the fully retarded position and the 
interrupter point should open at 8 deg. 
past top dead center. 





Freezes Up for Want of Oil 


A friend of mine purchased a Nash Spe- 
cial Six last June which pumped oil badly 
from the start. The agent put in oil rings 
twice, then honed and fitted pistons. The oil 
trouble was remedied but after driving care- 
fully for more than 1000 miles the engine 
seized at 35 miles an hour. The company has 
honed three and two cylinders respectively 
twice since, and just recently the engine has 
seized again, after driving carefully for over 
2000 miles at 40 miles an hour. The engine 
does not overheat. In fact, the seizing al- 
ways occurs on cold days. Is this a common 
Nash trait? The company servicing this car 
Claims to have given ample clearances.—P. M. 
Farrer, Concord, Calif. 


THs difficulty that you speak of cer- 
tainly is not a Nash trait and we 


suspect that we know where the trouble 
is, 


It is possible that the mechanic who 
tst worked on the job in order to 
overcome the oil pumping, closed up the 
small holes that are drilled in the top 
the connecting rods for the purpose 
%f lubricating the cylinder wall. We 
Would accordingly suggest that you 
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check up on this point and also make 
an oil test on the bearings. 

By oil test we mean test the flow of 
oil through the main and connecting rod 
bearings when the engine is standing 
still. To do this the engine should be 
run until thoroughly hot. Then a pump 
should be attached to the oil line so 
that with the engine standing still about 
40 lb. of pressure can be applied. 

A very satisfactory way of accom- 
plishing the same thing is to have a 
small oil container that is capable of 
withstanding a pressure of 50 to 60 lb. 
fitted with a pressure gage and a regu- 
lar valve stem. This container should 
also have an outlet that can be con- 
nected, to the oil line of the car. Then 
with the container partially filled with 
oil, and the engine thoroughly heated, 
the pan should be quickly dropped. Then 
apply air pressure to the valve until 
the pressure on the oil lines of the car 
is about 40 lb. It is well to have some- 
one help you on this job. Then go un- 
der the car with a light and look up at 
the bearings to see how the oil drips 
from them. Using medium oil, thor- 
oughly heated, oil should drip at the 
rate of 30 to 40 drops per minute uni- 
formly from all bearings. If it fails 
to do this it indicates a clogged oil 
line and naturally this would cause 
the trouble that you are experiencing. 





AC Fuel Pump 


I would be very well pleased if you would 
explain the AC Fuel pump used on the Olds- 
mobile, and show a cross-sectional drawing of 
it. I am a mechanic in a garage and I like to 
know how these things work.—Andy Yuhas, 
Stockett, Montana. 


[x the illustration, the diaphragm A 
is made of specially treated cloth 
which is unaffected by gasoline and 
benzine or benzol. It is held together 
by two metal disks and is forced up- 
ward by the pump spring C. When it 


AT 





is all the way up the diaphragm almost 
fills the pump chamber M, and then, 
when it begins to move down, it creates 
a high vacuum, which assures opera- 
tion even at low speeds. It is claimed 
that a % in. motion of the diaphragm 
can be maintained indefinitely without 
injury, because of the extreme flexi- 
bility of the material. The diaphragm 
moves the full distance only when the 
carburetor float chamber is empty. At 
all other times the motion is greatly re- 
duced, being always directly propor- 
tional to the fuel consumption of the 
engine, and under ordinary driving con- 
ditions the pulsating motion amounts 
to only about 0.003 in. When the dia- 
phragm is in the depressed position, 
due to there being sufficient fuel in the 
earburetor float chamber, the recipro- 
cating motion of lever D will merely 
cause linkage F to move to the right, 
as indicated by the arrow. 


The complete cycle of operation is 
as follows: Eccentric H on shaft G 
lifts rocker arm D, which is pivoted at 
E and which pulls linkage F, together 
with diaphragm A, down against the 
pressure of spring C, thus creating a 
vacuum in the pump chamber M. Fuel 
from the rear tank enters chamber M 
at J through strainer E and suction 
valve LZ. On the return stroke the pres- 
sure of spring C pushes diaphragm A 
up, thereby forcing fuel from chamber 
M through the pressure valve N and 
opening O into the float chamber of 
the carburetor. 


When the carburetor bowl is filled 
the float will shut off the inlet valve, 
thus creating a pressure in pump cham- 
ber M. This pressure will force dia- 
phragm A down against spring pres- 
sure C and it remains in the downward 
position until the carburetor requires 
more fuel and the needle valve opens. 
Spring P serves to keep operating lever 
D in contact with eccentric H, to elimi- 
nate noise. 
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Need Uniform Compression 
to Eliminate Bucking 


We have a 1926 model Chevrolet that when 
throttled down to 5 or 6 miles an hour will 
begin to jump and jerk. We have installed 
new universal joint and sleeve bearings. The 
rear end is in good condition. The ignition 
tests O. K. We installed new breaker points 
and distributor wires. The plugs and coils 
also test O. K. The compression is good as 
we have installed new rings. The bearings 
are up in first-class condition. We have 
tested intake manifold to be sure of no air 
leakage. The carburetor is all right with the 
proper mixture. We have examined the clutch 
and throw-out stub shaft but find nothing 
wrong here. We have tested the timing of the 
engine and find it O. K. The camshaft and — 
timing gears are in good condition and we 
have just put in a new camshaft. Still the 
machine persists in jumping and bucking. We 
also tested the brakes for drag and the fly- 
wheel fer looseness, but everything seemed all 
right. Anything you can suggest will be ap- 
preciated.—Mixon Bros. Garage, Runge, 
Texas. 


yuu can hardly expect to idle a four- 
cylinder car below 5 miles an hour 
without danger of the bucking that you 
refer to. The interval between explo- 
sion strokes is so long that the car 
tends to coast up on the engine and 
then the explosion takes place, there 
naturally is a jerk which very quickly 
develops into the bucking you refer to. 
You can relieve this considerably by 
slowing your car down the last couple of 
miles per hour by retarding the spark. 
We would also suggest that, if possible, 
you try a different carburetor on this 
car, as it is possible that the low-speed 
mixture of: your present carburetor is 
not quite what it should be. Another 
thing to check up on is, even though 
your compression is good, that it is per- 
fectly uniform. The only way that you 
can do this properly is to insert a pres- 
sure gage in each cylinder. As the 
gage is moved from one cylinder to an- 
other the readings should all check 
within three pounds and as each test is 
made, the engine should be cranked at 
the same speed and the throttle should 
be in the same position as for the 
other tests. 


Loose Mains Make Vibration 


The clearing house that you conduct has 
been very interesting and instructive to me, 
and I am sure you can give me some sugges- 
tions to remedy the trouble in the car that I 
am going to tell you about. 

The car in question is a 1926 model Reo 
coupe. The car has approximately 20,000 
miles on it, but is in fine condition with the 
exception of a bad vibration, which is noticed 
most at a speed of 15 to 20 m.p.h. when the 
engine is accelerated with wide open throttle. 
Under these conditions the vibration is ac- 
companied by a dull heavy knock that sounds 
very much like a rear main bearing. 

The knock cannot be heard under any other 
conditions, but the vibration is present more 
or less at any speed while the engine is 
accelerating. At a speed of 45 the vibration 
is more constant and is not dependent upon ac- 
celeration. 

As I have worked on nothing but Reo cars 
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SHOP KINKS 
Meas that have proved useful 


HEN a car has been 
WwW: an accident that 
has bent the running board 
and brackets down, I 
straighten it in this man- 
ner: 

Hook the chain hoist 
under the running board 
and put a little tension on 
the board. Then, take the 
shop welding torch and 
heat the brackets slowly 
until they begin to 
straighten, then pull up 
on the chain hoist until the 
running board is at the 
same height as the one on 
the other side. —R. M. 
Shelton, 16134 Grigsby 
St., Dallas, Texas. 





Readers of Motor AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 














for four years, I am familiar with most of the 
foreign noises that develop, and I first mis- 
took this vibration as that caused by a worn 
and dry universal joint. 

I inspected all transmission main bearings 
for wear, all universal joints, and checked the 
driveshaft in the lathe. I removed the pinion 
and differential assembly and axles and dis- 
assembled same to inspect all shafts and bear- 
ings. I checked the rear axle housing position 
and found square with the frame. I tightened 
all transmission and motor arm bolts secure- 
ly in the frame. I am also sure that the fly- 
wheel is tight on the crankshaft. 

The compression in the engine is apparently 
equal in all cylinders as tested by the hand 
crank. The engine runs smoothly at all speeds 
when the car is standing, and will not knock 
except under the aforesaid conditions and that 
led me to believe the bearings were all in good 
condition; however, I will make sure of their 
condition also. 

The car has never been wrecked or bumped 
to distort the frame or cause misalignment of 
the adjacent units. Nevertheless, do you think 
it worth while to check for this trouble? One 
of my mechanics suggested that natural sag- 
ging of the frame might cause this and thus 
set up the vibration. I might mention that 
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while driving at 45 m.p.h. and turning off the 
engine and putting transmission in neutral, all 
vibration and noise disappear thereafter.— 
Ralph W. Coy, 1450 Downing Ct., N. E., 
Canton, Ohio. 


, — of the main bearings 
is undoubtedly the cause of your 
trouble. 





Generator Charging Rates 
Can you supply us with the charging rates 

of the generators of the more popular makes of 

cars P—Wersted Motor Co., Winnetka, III. 


FOLLOWING are the charging rates 
on the more popular makes of 1927 
cars. These rates are taken with gen- 
erators on the test bench and are max- 
imum generator output with the gen- 
erator cold. On the car, readings will 
be a little lower. 


Car Model Amperes Generator 
Speed 
6-66 
Auburn 8-77 19-21 1450 
8-88 
Buick 18 1700 
Cadillac 314 16 1000 
Chevrolet 15-17 1600 
Chrysler 80 19 1300 
Chrysler 50 15.17 1700 
Chrysler 60 15 1600 
Chrysler 70 19.5-20 1500 
Cunningham V-7 18-20 1500 
Cunningham V-7 18-20 1600 
Diana 8 12-15 1600 
Dodge 1927 19.8 1000 
duPont E 13.5 1600 
Elcar 6-50-55 16 1600 
Elcar 6-65 16.5 1800 
Elcar 8-80 18 1800 
Essex 6 12.5 1450 
Flint Z-18 15 1500 
Flint B-60 15 1500 
Flint E-80 16 1300 
Franklin 11-B 14.4 1000 
Gardner 80 19-21 1450 
Gardner 90 19-21 1450 
Hudson Super 6 17 1300 
Hupmobile A 16 1600 
Hupmobile E-2 16 1200 
Jordan A 17 1300 
Jordan J 16-18 1300 
Kissel 55 20 1800 
Kissel 75 19 1900 
Lincoln 1927 16-18 1400 
Hypoid Rear Axle 
Adjustment 


Please give me the correct way to adjust 
the hypoid rear axle, such as is used on the 
1928 Packard and Marmon. What I wish to 
know is if there is any special gage to set the 
pinion by as it seems to be different from 
other types.—Oklahoma Subscriber. 


= adjusting a hypoid rear axle you 
proceed in substantially the same 
way you would in adjusting a regular 
spiral bevel type of rear axle. That 1s, 
the teeth should make good full contact 
the same as they would in a spiral- 
bevel job. The backlash, however, 
should be just a little greater, being 
.007 in. If your ring gear is not per- 
fectly true, in other words, if the clear- 
ance varies slightly as the ring gear 1s 
revolved, be sure that you have .007 1m. 
of backlash at the tightest place on the 
ring gear. 
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Attorney-at-Law Can 
Handle Patents 


Will you kindly recommend a capable and 
trustworthy patent attorney? One who is rea- 
sonable in price and in whom I can intrust 
new ideas.—H. W. Roberts, Allentown, Pa. 


OU would be best served by con- 

sulting an attorney-at-law in your 
own city. Such an attorney can handle 
your problem of patent or invention 
through specialists in patent law at 
Washington. If you can safely deal 
with the local attorney, he may help 
you in protecting your new ideas. 

You can intrust your ideas to any 
reputable attorney as his honor and 
standing in his profession are more 
valuable than any ideas on inventions 
he may receive. 

However, you may deal direct with 
patent attorneys, and we can refer you 
to: Munn & Company, Scientific 
American Bldg., Washington, D. C. 

You may write Munn & Company for 
the information you desire, before con- 
sulting the local attorney. 





Disposes of Car for 


Repair Bill 


How may I dispose of a car in my posses- 
sion for repairs and storage in Illinois P—H. 


A. Edwards, West Frankfort, III. 


HE Illinois statute, chapter 82, sec- 

tion 45, gives you a lien for repairs 
and storage of automobiles. You may 
retain possession of the repaired or 
stored car but you may also return the 
property to the owner and still retain 
your lien, but after 60 days the lien 
lapses unless you have filed a lien notice 
of your claim of lien in the office of the 
county recorder of deeds. This lien 
notice must state the name of the 
owner, a description of the property, 
sufficient for identification, the amount 
for which you claim the lien, and the 
date upon which such expenditure of 
time and labor, repairs or storage was 
completed. This notice must be sworn 
to by you, or someone in your behalf 
who has personal knowledge of the 
facts, 

The statute sets out a form which 
may be used. 

Now this statute provides for fore- 
closure of the lien in section 50, same 
chapter. Such foreclosure is predicted 
upon this recorded notice of lien. So 
as the law stands you should record 
your notice of lien as provided in the 
act, if you desire to sell as provided in 
Section 50. 


Under this section you may foreclose 
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the lien without suit in the Circuit 
Court, by delivering to the sheriff of 
the county where the property is sit- 
uated a certified copy of the notice of 
lien duly certified to by the recorder 
of deeds where same was filed, with the 
request endorsed thereon, signed by 
yourself, or your attorney for you, for 
the foreclosure of said lien. Then you 
must give a bond to the sheriff as in 
cases of replevin. The sheriff’s duties 
in making the sale are set out in the 
statute, and are too long to repeat 
here. 

The statute must be followed strictly 
and the safe thing would be to em- 
ploy an attorney to guide the pro- 
ceedings for you. 

Or you may bring suit on account 
and sell the car under the judgment. 
But such proceedings may cause other 
claimants, if there be any, to seek pri- 
ority for their own liens or claims 
where possible. 





Innocent Seller Has 
Lien Priority 


We note in an issue of your magazine a 
statement as to the government prior claim 
on cars repossessed for the transportation of 
liquor, when an unpaid conditional sales 
agreement is held by a dealer. We would 
appreciate it if you would cite the particular 
cases in which the government claim is held 
prior, and also those in which the dealers’ 
claim is prior if there is any disparity in 
the decisions of the 
Buchanan Motor Co., 


Supreme Court.— 


Miss. 


ONFISCATION of automobiles en- 
gaged in the liquor traffic is in- 
tended as a penalty of the wrong-doer, 
and is not intended to injure innocent 
persons or their property. You can 
follow this rule and determine every 
ease where the facts are known. 
The government’s claim is_ not 
superior to a prior mortgage holder 
or seller retaining title for payment, 
if and providing the holder is innocent 
of any wrong in the sales transaction. 
But if the seller sells to the buyer 
a car for the purpose of transporting 
liquor, he is not an innocent holder of 
mortgage or title, and because of his 
guilt his claim on any confiscated car 
is inferior to the government’s claim. 
The rule is carried to the limit, so 
that one who sells a car knowing it is 
to be used in transporting liquor, can- 
not claim superiority of his lien against 
the government’s rights in the con- 
fiscated property. | 
So every case will depend upon the 
establishment of these facts. And on 
this point I think the burden of proof 
is placed upon the government to show 
guilty knowledge as to the use of the 


Tupelo, 


car upon the seller who claims a lien. 

The rule was established in Missouri 
and Iowa opinions of the Federal Court 
some eight years ago. 





When a Repair Lien 
is Superior 


We have a Ford car in our shop on which 
we made some repairs and are holding the car 
for the bill, about $19. After the owner 
found we would not let him have the car 
without paying the bill, he gave it up. We 
thought about selling the car and a garage- 
man from the next town came in and said he 
sold the car and retained the title for a 
balance payment on the car of about $25. 
The car is hardly worth both claims. We 
have stored the car for about four months. 
This garageman says we cannot sell the car 
and if we do, he comes first. Can we sell 
the car? Or can we make him pay the bill 
on the car and storage ?—Virginia Subscriber. 


bites have a lien for your claim on 
the car, but such lien is _ not 
superior to the seller’s lien who has 
retained the title. You may proceed 
to enforce your lien by selling the car 
after proper notice of sale, yet the 
title holder has the right to intervene 
in the suit and collect his claim from 
the proceeds first. You would be en- 
titled to the remainder. 

If the dealer who sold the car re- 
quired the buyer to keep car in good 
repair, then your claim may be 
superior to his claim, for some courts 
have held that such requirements con- 
stitute the buyer an agent of the title 
holder to make the lien of repairs.. 

In any event, you can proceed to 
sell the car, thus requiring the lien 
holder to present and prove his lien 
in your own case. And by forcing the 
sale you are at least in a position to 
claim any residue from the sale. 





Where the Law of Comity 
Applies — 


We hold mortgage prior in date in Ohio 
on Nash roadster. The same car is held in 
New York State under mechanic’s lien and 
storage bill. Who has _ priority?—Central 
Loan & Discount Co., Urbana, Ohio. 


EW YORK gives mechanic’s lien 
priority. But law of comity will 
apply, Ohio law giving you priority. 
If the car was removed to New York 
from Ohio without consent of the mort- 
gagee, or if the car was only to be in 
the foreign state temporarily, then the 
mortgagee could assert his prior lien 
of the mortgage as given by his state, 
Ohio, in the New York Courts. This 
is a matter of comity between states. 





50 



















































“Will You Do, Do, Do, Like You 
Done, Done, Done Before” 
ENVER, COLO.—I_ appreciate 
Motor AGE and have read it for 
10 or more years. I don’t remember 
when I stopped Horseless Age, which 
I took when I was a kid, and began 
Motor AGE. Do you remember those 
big show issues six or eight years ago? 
I think they were wonderful numbers. 
One of those was worth the price of a 
year to me, a regular dictionary on all 
makes for the year. Now I suppose 
they change models so frequently that 
it would become old before it reached 
here.—G. N. Gromer. 





A Tool for Use in Building 


Success 
ENATOBIA, MISS.—I_ consider 


Motor AGE the best tool a sales- 
man or dealer can have on his desk.— 
Frank C. Thomas. 





Lonesome is as Lonesome Does 

RAIRIE DU SAC, WIS.—When my 
1 schotstation expired and my MOTOR 
AGE stopped coming, I really thought 
I could do without it. But I certainly 
did get lonesome for it and must sub- 
scribe again.—D. L. Brander. 





One Year of Helpful Cooperation 

ATICK, MASS.—I have been a 
1 subscriber to your magazine for 
the last year and find it very helpful 
in my work. The Clearing House for 
automotive ills interests me most.— 


Joseph L. Zaruba. 





Good to the Last Wrap 
LADBROOK, IOWA—The more I 


read the Motor AGE the more I 
want to read it. The only part of 
Motor AGE I don’t use is the wrapper, 
and sometimes I use it to “figger on.”— 
Ross Vest. 





An Asset Not a Liability 

ANSAS CITY, MO.—-I find Moror 

AGE very beneficial in my line of 
work.—Ernest A. Vagl. 








ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 




















We'll Have to Enlist the Aid 
of Lindy 

OS PALOS, CALIF.—I wish to 

say that I am more than pleased 
with your publication. My only ob- 
jection is that I do not receive my copy 
until a week after it is printed.—F’. R. 
Mason. 


Shop Kinks and R. C. H. are 
His Meat 
ODNEY, MICH.—Have been read- 
ing Motor AGE for some time and 
sure like it, especially the Shop Kinks 
and Readers’ Clearing House.—L. H. 
Meyer. 








Forever and Ever, Amen 

ERMANSVILLE, MICH. — We 

have always considered MOTOR 
AGE a wonderful magazine for the 














garage, repairmen and dealers.—Roscoe 
Taylor. 


A Salesman Gives Us a Hand 
S* JOSEPH, MO.—Being an auto- 
mobile salesman I find some valu- 
able information in MoTorR AGE which 

has been a help to me.—J. W, Eby. 
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A Ladder to Help the Boys 
Climb Higher 
AN JOSE, CALIF.—Your articles 
on management and salesmanship 
give mechanics a prospective of the 
auto business and also help mechanics 
prepare for higher positions.—Richard 
M. Jansen. 





Moody's Moody With His 
Motor AcE Missing 
T. CHARLES, ILL.—MotTor AGEgE 
has not been getting to my desk. 
I feel lost without it—Wiullard Moody. 





Spratt Goes on Record With 
a Will 
ICKORY, N. C.—We believe Mo- 
TOR AGE to be the best journal of 
its kind published—Spratt Motor Co. 





The Reason He Subscribed 
OOD RIVER, ILL.—Recently I 
ran across an old Motor AGE 

dated Oct. 6, 1927. After perusing it 
from cover to cover I decided it was 
better than Popular Science, inasmuch 
as it deals with the automobile alone. 
That’s how I came to subscribe.—Wer- 
man C. Schueler. 





It Only “Texas” a Minute 

ROUP, TEX.—Please change my 

address as I hate to miss a copy.— 
J. F. Shoemaker. 





A Wonderful Help 
AWTA, OKLA.—I sure appreciate 
the wonderful help I get out of 
Motor AGE.—E. A. Geissler. 





“Fine and Dandy” 
LTA, IOWA—I have been a reader 
of Motor AGE for five years and 
like it fine. It’s dandy.—L. F. Murcek. 





We Have Clicked, Sezze 
ASHINGTON, IOWA—The new 
Motor AGE is the best ever.— 

R. P. B. 
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“76” 
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...Cabriolet 
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Prices, Weights and Equipment of Current Passenger Car Models 
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CADILLAC “341” —— DURANT 
Important Changes al {~8 — a Roadster.. oa 2 3000 ~ mrad “> 
. ° e p. Roadster. . . : ae 3160j/aghmnrux See S 7061. .1.... 
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last issue: Fg eg ‘Town Cab....| 3595]. |... >-4p. Sp. Rister. .) 1025 
hp. Coupe....... 2-4p. Coupe...... 
oe sa A. - “80” oneal ; 5-p. Sedan....... 
: p. Town Sedan p. Roadster.. aeghimnrwx 2-4 C ll . Cab. 
du PONT ay’ ; > aang laa ciad a — oe pot i ~ 5p. Seda ~¢ - 
p. Imp. Sedan p. a y : mnrx _B m... 
New Conv’t Coupe 7p. Imp. Sedan... ge Sedan. tan'| 3ons] sldiddeneters || °™ Browetam 
5p. Imperial Cab. 7p. Sedan Lim...| 3495) 4/4285jaeghimorx “75? 
HUPMOBILE 7p. Imperial Cab. 5-p. Sedan....... 
; a “Fleetweed” 5-p. Brougham. .. 
‘ - 
CENTURY 6 6p. Sedan CUNNINGHAM 
‘ p. Sedan Ca “V.7” 
New Cabriolet zp. Sedan. eo 7p. Touring. ..... $6650| 4/4600|Ceghjkimnp 
p. Sedan Ca rsx 
JORD AN “jy” 5p. Imperial .... 4p. Sp. Touring...| 6150} 4/4500)Ceghjkimnp 
5p. Imperial Cab. rsx ELCAR 
Specifications and ip. ee al. . 4p. Coupe coccece 7600) 2}4700 Ceghjkimnp “6.70” 
: p. Imperial Cab. rtx 4p. Roadster. .... pee 
Price Changes on — ~~ a 6p. Limousine 8100} 4/5000 “te 5-7p. Touring. . 5 
~..lownCabCon x 
NASH “SPECIAL” -- -LimBro'm Con S Brougham... wea 
DAVIS “99” “ae 90° 
New Coupe 4p. Polo Rdster. . {$1885} 2/3095)aeghmor hin tani 
5p. Touring...... 1885} 4|3125)aeghimnrs 5p. Touring... ... ee 
CHAND > Compe, .e-+ee} 1885] 213145/aeghmaor 9-4p. Coupe..... 9 
Lae “Bie LER 5p. Emp. Sedan..| 1885] 4/3275jaeghmnort 5p. Sedan........ 
——_ Tt 7p. Toutes —— “ ” 
Passengers fs 5p. Met. Sedan . on seal 
fo S| E/S3| Standerd Woh Ctey, Chub... 5p. Phaeton... ...,$1605} 413100 agmn 5p. Touring. .....| 1499)-.)-.-. 
Model : te =”) Equi p. Ctry Dp aeton...... 1 210 eemn i ROS + ool onl 
ae | lne| pment 7p. Sedan DeL... 5p. Roy. gag 1795} 2/2995 ~ mani ba ae alas 
— : a Bp. Royal Séd.... 5p. P.B. Rdstr...} 1895) 2/2995|B iii ten « tal 
o CMRTIONES. ... focoeed, Mecce 5p. Cab. Rdstr...} 1995) 2/3160 ~—y “9 99” 
op. Collap. ndstr..} 2195 2/3160 aghmn 5-7p. Tourl 
“Spec. Six” 5p. 4d. Sedan. 2095! 4/3275jaghmnot 9 ym wy - oo 
= are eee op. 2d. Sedan. . ...} 1795) 213170jaghimno re oo 8 ~ 
— bp. Sedan. 5p. Prin. Sedan. . 
D. Voupe....... ‘“ ” 
ag magg oe — a. >p. 4p, Cout Sed.. sees Os, 2-4p _ ° 
. Cabriolet.....1.....[--1.... Ne eu hata 4p. Coup al = ie 
sald Caine | 1908 |... 5p. Touring...... $795) 4:2581]Ar ap ng ERS 
4 - Awaguy = = oe 2p. Roadster..... 795| 2:2454)Ar Sp Prin. Brom.. 
ania eh ih “Roy. St. 8” 2p. Sp. Roadster.| 845) 2/2530)Der 5p. Prin. Seda 
4p, Roadster 1495 7p. Touring. ..... ahjmnpwr 5p. Sp. Touring. .| 845) 412679] Der & sim. Mace 
- 1495)..).... 4p. Coupe....... ahmnoptx ...Sp. Touring. .}] 880}..].... “129” 
bp ae... + om 4p. Ctry. Club ahmnopx ...Sp. Roadster.| 945]..].. 5-7p. Tourin 
scabies 2 Poo Po] > peaees “128” Bp. Std. Sedan... 
Sp oy <a ro oe 3 Sp, Cabriolet. . 5p. Sedan. ...... 875) 4 2600! Aehr dp. Std. Sedan... 
<e apt # gen Sp. Del... Sedsia...} 950} 412609) Aehrt 
cee | So... p. Coupe........ 855) 2/2428] Aehrt 
24p, Roadster 1995 + Cab. Rdstr.....] 955} 2/2463] Behr 
. Speedster. os) 2195). .4. 22 “Victory 6” 
-| Si90]-+].... y 6’ ‘ 
4 — var ae oe 2-p Coupe....... 1045} 2]....Jaghnr ERSKINE “6” 
24, Cabriolet, on te © te CHEVROLET 2e4p Coupe...... 1095} 2)....Jaghnr Sn. Tourer. -..... 
hy neraen si Perr aoe 2p. Roadster... 5-p Sedan.......| 1095] 4]... Jaghnr a. a, See. 
bp. Sp. Sedan, 2095 5p. Touring...... 4-p Brougham, . . 1095} 2}....{/Bghjnr 5p. Club Sedan... 
bp, Sedan ar 5p. Coach........ 4-p DeL Bro’m. .} 1170) 2}... .|Beghjnrt 2p. Bus. Coupe... 
4 be 2p. Coupe....... 5-p DeL Sedan ..} 1170} 4]....Jaeghnrt 4p.. Spt. Coupe... 
Sergey vee ° 6p. Sedan........ 5p. Sedan, 4d..... 
2-4p. Cabriolet .. “Senior” 
5p. Imp. Land.. 4p Cab. Rdstr....| 1595} 2)3353!aechmortx 
5p. Sedan... 1495;..].... ehr 
4 — anise ‘ bree H — Beghmnrx 
| ae ‘ 
WC p aeghmortx ESSEX 7 
| 4 Del. Rastr. . .. $1195 2-4p. aan.. aiid 
Op. Cone Del... — CHRYSLER “52” ; du PONT “E” | 5-p. Coach....... 
bp. 2d. Solan sighas stan 5p. Touring. ..... $ 695 4p. Roadster..... $2800) . ./3700| afghkmnprx 5-p. Sedan....... 
bp. 4d. Sedan 1295 2-4p. Roadster....} 670 5p. Touring. ..... 2800) 4/3850) afghikmnprx 
tp. Ctry. Club 1278 2p. Club Coupe..| 670 4p. Coupe. . 3200) . ./3850)afghkmnortx 
i. Town Bro’m. | 1375 Se 670 4y. Conv’t C oupe. 340.4 2/3800jafghkmnp tx 
“199” Bp. Sedan........ 720 5p. Sedan........ 3400) . ./4100jafghkmnprtx 
tp. Cou 1465 2-4p. DeL. Coupe.} 720 5p. Con. Sedan. ..| 3750) 4/4100/Bfghikmnprt 
bp. dd. Sedan’ "| 1498 5p. De L:Sedan..} 790 x FALCON- 
Bro’m 1575 “60” ‘E” we 
5p. Touring...... L09E Phaeton...... $3950 oadster... 
*y \: Hester 1495 2-4p. Roadster....} 1075 ..Sp Phaeton | 4500]..] |. ” — oma Boa 
on ng rr 2p. Bus Coupe...| 1065 .. Sedan....... 4000 a 4p. G.G. Rdster. .]..... 
‘ Chub” 0 5p. Sedan........ 109! 5-p Limousine... | 4265]..| »-4 Couve ... P 
bp. Bro. Sed 1765 5p. Sedan ....... 117: 7-p Sedan....... 4265]. .] . 5p. Sedan...... 1095) =| .80C 
1h Sedan an 1925 2-4p. Coune.. 1145 be Limousine. . | 4475}... 5p. Sedan....... 1195 87! 
*teccces 995 5p. Land. Sedan. .| 1235 ..Conv’t Sed ...] 4776].. | > Landau... . a aed |! 
ee —— 
_ KEY TO SYMBOLS: _— 
— Wood or with spare, O—Disk wheels with spare; i—Trunk and trunk rack. e—Car heater Vanity 
A sy = en d— Disk wheels. j—Trunk rack, no trunk. e—-Cigar lighter oe Wien wing. 
b— Wine wh _ with spare; e— Front and rear bumpers k—Spare tire. r—Rear traffic signal — 
C—Optional wheels with spare. ye oo or snubbers Spare tik, eet r d smoki sae —_ 
t—Type of wheels option t—Automatie windshield wiper: e—Dasb gasoline ~~ Ane gata ies 


age. 


oking set. 















Motor Age 









































Weights and Equipment of Current Passenger Car Models 





























































































































————— 
ce or on i) 
Passenger , -.— Passengers .-. Passengers : se 
and - s 5 ae Standard | and S @|f a" Standard an = S : a> Standard an = Ss § ae Standard 
2 =e | S| ‘=| S\= i E| S| j 
Model eS las Equipment Model re islse Equipment Model ee lslae Equipment Model ce lS iss| Equipmen 
FORD “‘A” HUPMOBILE L.A SALLE MCFARLAN 
2-4p. Roadster. . .|$ 385 ‘Century 6” 125” W.B “Str. 8” 
5p. Phaeton...... f 4p. Sportster..... $1435 2-4p. Roadster. ..|.2 131” W.B. 
2p. Coupe....... : 7p. Phaeton......} 1455 5p. Phaeton...... 2p. Roadster..... $3050} 2/3400)afchimaprr 
2-4p. Spt. Coupe.. 5p. Sedan 2d.....} 1345 5p. Sp. Phaeton.. 5p. Touring...... 2650] 4/3400/afghimnpry 
5p. Tudor Sedan.. 4p. Coupe....... 1385 rsx 4p. Sp. Phaeton ..| 3180} 4/3200 afghlmnory 
5p. Fordor Sedan. 5p. Sedan........| 1895 2p. Bus. Coupe.. . ieghimnprtx |] 3p. Towp Coupe..| 3180; 2/3650 afghlmnprs 
5p. Family Sedan. veghimnprtx |} 5p. Sedan........ 3180) 4!3650/afghimnpry 
“Century 125-8” 2-4p. Coupe...... dp. Brougham....| 3180) 4/3650/afghimnpey 
5p. Touring...... 1795 2-4p. Conv. Cpe.. 5p. Town Car....| 4600) 4/3750 ,afghimupry 
7p. Touring. ..... 1895 4p. Victoria. ..... 136” W'B. 
2-4p. Roadster. ..| 1895 5p. Town Sedan. . 7p. Sedan........ 3680} 4/4000/afghimnpre 
5p. Brougham....| 2095 5p. Sedan...... 7p. Sub. Sedan....} 3780) 4/4000 /afghimapry 
FRANKLIN 2-4p. Coupe...... 2195 2p. Coupe....... 

“Series 12” Bp. Sedan........ 2195 5p. Sedan........ ““TV6” 

119” W.B. 5p. Victoria...... 2195 5p. Town Cab.... 2p. Roadster..... 5800} 2/4300)afghimnprs 
8p. Coupe....... 7p. Sedan........ 45 5p. Trans. Cab.... 5p. Spt. Tour.....| 5600) 4/4700jafehimnprs 
4p. Victorla...... 7p. Sedan Lim....| 2520 7p. Touring....... 5700} 4)... . Jafghimnprs 
bp. Sedan........ 134” W.B. 5p. Sedan........| 6720) 4/5200{afghimnpes 
5p. Ox. Sedan.... “Century 8” 7p. Family Sedan.| 2 
5p. Spt. Sedan... . 5-p Phaeton..... 1905}. .}.... jp. Coupe....... 7p. Sedan........ 6720] 4/5200) afghimnprs 
3-5p. Con’vt Cpe. 2-4p Sportster... .] 1915]..].... 5p. Cab Sedan 

7-p Phaeton..... 1935} ..].... 7p. Sedan. ....... 7p. Sedan 6920) 4/5200] afghimnprr 

128” W.B. 5-p Sedan....... 1825). .].... 5p, Imp. Sedan... 
2-4p. Sp. Runab't 4-p Coupe.......] 1865]..).... 7p. Imp. Sedan... 7p. Town Car. ...} 9000) 4/5200)afghimnpr: 
5p. Sp. Touring.. 4-p Sedan.......] 1875 
7p. Touring...... 2-4p Cabriolet...} 1955]..].... 
7p. Sedan. ....... 
7p. Ox. Sedan.... 
7p. Limousine. ... — — 

79 sé 8” 
2p. Spt. Rdster . 2p. Roadster. .... 1$1495]..1.... 
JORDAN 2-4p. Club Rdstr. 5-p. Sedan....... 1395] 412897lahmnrt 
. 2 7p. Spt. Touring.. 4-p. Vic. Coupe...] 1450]. .[2867lahimort 
4p. Blue Boy... ..J31495 4p. Spt. Phaeton.. 2-p. Coupe.......] 1395]. .]2827lahmnrt 
4p. Spt. Salon....} 1295 4p. Coupe....... “78” 
GARDNER 2-4p. Tomboy... | 1399 4p. Sedan........ 2p. Roadster... .. 1895] 2}3007]ahlmnprwx 

“75 Std.” ] Bp. Sedan..... .. 1395 5p. Sedan........ 4p. Speedster.....] 1965} 4]3052]ahlmnprwr 
4-p. Roadster..... 2p. Coupe. ..... 2-4. Collap. Cpe. .| 1995} 2}2987]/ahimnorx 
5-p. Sp. Coupe... “yy” : 7p. Sedan........ 2-4p. Coupe. .....]| 1895} 2]3097}ahlmnprx 
4-p. Vic. Coupe... 4p. Playboy...... 1845 7p. Limousine. . . . 4p. Vic. Coupe...) 1995) 213066}ablmnprx 
5-p. Club Sedan. . 2-4p. Sp. Coupe. .| 1895 4p. Berline.... .. . }$5500 5p. Sedan........{ 1895} 4/3104 /ahlmaprs 
5-p. Std. Sedan... 5p. Cus. Sedan. ..} 1895 7p. Limousine. . . 

4p. Cus. Vict..... 1895 7p. Brougham.... ‘“E.75” 

“75 DeL” “JE” fp. Ber. Landau . 2p. Speedster.....| 3485) 2/4251/aeghlnprr 
4-p. Roadster... .. 4p. Collap. Coupe] 1995 7p. Cabriolet. . . . 4p. Speedster... ...| 3485] 2/4256/aeghInprr 
5-p. Sp. Coupe... 4p. Perm. Coupe.} 1995 7p. Le Baron Cab. 5p. Phaeton...... 3485) 4/4017/aeghinprs 
4-p. Vic. Coupe... 5p. Victoria...... 1995 7p. Holbrook Cab. 7p. Tour. Speed. .| 3565] 4/4480laeghilnprws 
5-p. Club Sedan. . REE 1995 7p. Collap. Cab... 2p. Coupe Rdstr..| 3565) 2|4374/aeghInpre 
5-p. DeL. Sedan... 5p. Town Coupe..} 3195] 2|4452/aeghinprs 

em 2p. Coupe... 3485] 214373|aeghinprts 

85 4p. Victoria... ... 3485] 2/4346laeghlnprts 
4-p. Roadster... .. 5p. Brougham 3565) 414525 aeghilnprisz 
5-p. Brougham... 5p. Sedan........ 3565] 4/4498/aeghlnprtz 
5-p. Sedan....... LOCOMOBILE 7p. Sedan........ 3640) 4/4620/acghinprtx 
.. Cus. Coupe... “8.70” 5p. Cus. Sedan 3960} 4)4515|aeghinprts 
ata 5p. Brougham.... 7p. Cus. Sedan 4075) 4)4678/aeghlnprts 
95 KISSEL 5p. Sedan........ 7p. Cus. Limou...| 4175] 4/4718}aeghlnprts 
2-4p. Roadster... . “6.70” 4p. Vie. Coupe. . . 
2-4p. Collap. Cpe. 4p. Cpe. Roadster|$1595}. . “8-80” 
5-p. Brougham... 5p. Bro’m Sedan..} 1495 4p. Spt. Touring. . 
5-p. Sedan....... 5p. Victoria......} 1595 
5,.Sedan........} 1595]. 4p. Coupe....... MOON ‘“‘6-60” 
“8_ 90” 4p. Collap. Coupe. 5p. Phaeton...... 995} 4/2340 
125” W.B. 3-5p. Roy. Rdstr..| 1095} 2/2330\anw 
5p. en —— — 5p. Sedan........ ng”  % Cab.. . = : oo an 
4p. Speedster... .. p. Coach........ 99 2420/an 
GRAHAM- 4p. Cp. Rdstr....| 2095 5. Brougham..... 5p. Roy. Sedan...} 1195) 2|2520\ahin 
cceceot AIGE 5p. Spec. Bro’m. .| 1995 5p. Roy. Sedan... | 1295] 4/2605/ahn 
610 5p. Bro’m Sedan..} 2095 7p. Sedan........ 
2p. Coupe....... 5p. Conv. Bro’m..} 2495 “A” 
5p. Sedan........ 132” W.B. 7p. Sub. Sedan. .. 5p. Touring. ..... 1195} 4/2560/ldn 
ilies 7p. Touring...... 1985 5p. Roy. Rdster. .}. 1395} 2/2600}dn 
619 4p. Tourster..... 2095 **48” 5p. Collap. Cab. .| 1795] 212720 
4p. Coupe. —_  * 5p. Bro’m Sedan..} 2295 4p. Sportif....... 5p. Sedan DeL....] 1395] 2/2710}dno 
Sp. Sedan........ 1595]. .].... 7p. Sedan........ 2495 ...Roadster..... 5p. Sedan DeL....| 1545] 4/2860/dno 
““8-80S”’ 7p. Touring...... 

“629” 4p. Coupe Rdstr..}| 1995}... 7p. Tour Lim.... “6-72” 
5p. Sedan........$ 1985]. .].... 5p. Brougham... .| 1895]. . 6p. Brougham.... 2-4p Roy Rdstr. .| 1395] 2]2630/aghmn 
5p. Town Sedan. .] 2085]. .}.... 5p. Sedan........ 1995}... 5p. Vic. Sedan.... 5p. RoyCabRdstr.} 1445] 212815jaghmn 

7p. Sedan........] 2110]..].... 4p. Victoria. .....] 1995)... 7p. Lim. Enc. Dr 5p. Royal Sedan.| 1445} 213050}aghimn 
“8.90” 7p. Cabriolet... .. 5p. Royal Sedan.}| 1545] 4/3080jaghmn 
131” W.B. “90” 
5p. Phaeton...... 2185 4p. Sportif....... “8.80” 
4p. Speedster.....| 2395 5-p. C.C. Sedan...} 2195} 413500/chmar 
4p. Coe. Rdstr...| 2395 4p. Roadster... .. 5-p. Sedan....... 2195} 413500]chmnr 
5p. Spec. Bro’m. .| 2295 
HUDSON 5p. Bro’m Sedan..} 2395 7p. Touring. ..... 

“Ss” 5p. Conv. Bro’m..} 2795 
2-4p Coupe.......1$1295 139” W.B. 5p. Vie. Sedan.... NASH 
5-p. Coach ery 1250 7p. Touring...... 2285 7p. Suburban..... “Std. 6” 

5-p. Sedan adie 1325 4p. Tourster.....| 2395 4p. Vic. Sed...... 5p. Touring...... $865] 4}2325| Dgbar 
0) 5p. Bro’m Sedan..| 2595 2-4p. Conv't Cab.| 925} 2}2505] Deghne 
5p. Landau Sed...| 1650 7p. Sedan........ 2795 7p. Town Bro’m.. 2p. Coupe........] 845] 2/2345) Dghor 
5-p. Std. Sedan. . .j 1450 5p. Sedan DeL....| 2985 7p. Cabriolet... .. 5p. Sedan........ 845] 2}2450) Dghor 
4-pVictoria...... 1650 7p. Sedan DeL....| 3495 ...Collap. Cab. .. 5p. Sedan........ 925} 4'2500| Dghor 
7-p. Sedan....... 1950 7p. Ber. Sedan. ..| 3585 5p Land. Sedan...| 995 4/2610 Deghar 
—— ——_—_——— 
KEY TO SYMBOLS 

A—Wood wheels with spare; D— Disk wheels with spare: i—Trunk and trunk rack. eo—Car heater. v—Vanity set. 

a— Wood wheds. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter: w—Windshield wings 

B—Wire wheels with spare. e—Front and rear bumpers; k—Spare tire. r—Rear traffic signal. x—Clock. 

b—Wire wheels. {—Front bumper. i—Spare tire lock. s—Spotlight. *—(verall lenvth. 

C—Optional wheels with spare: g—Shock absorbers or snubberss m—FEngine heat indicator. t—Vanity and smoking set. §—Prices on application 

e—Type of wheels optio b— Automatic windshield wiper. o—Dasb gasoline gage. u—Smoking set. 
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—_— 
Passen 
and 


Mod 


“Specia 
4p. Roadst 
bp. Tourin; 
)-4p. Cabr 
2p. Bus. C 
bp. Sedan. 
4p, Coupe. 
4p, Victor) 
5p. Sedan. 
jp. Coupe. 


“Advar 

121” W 
4p. Roadst 
bp. Tourin 
bp. Sedan. 
bp. Sedan. 

127” W 
7p. Tourin 
bp. Sp. To 
4p, Vietort 
4p, Coupe. 
bp. Amb. & 
7p. Sedan. 
7p. Imp. 8 


OAKLANI 
5p. Sp. Ph: 
4p. Sp. Rd 
2-4p. Cab 
bp. 2d. Sec 
3p. Land. | 
bp. 4d. Sec 
bp. Land. | 


OLDSMO 
“F.28 
sp. Ro: 
dp. Sp. Te 
2-p, Coupe 
dp. Sedan 
dp. Sedan 
dp. Landa 
2-4p. Spt. 


OVERLAN 

. W 
bp. Tourin 
2p. Roadst 
2-4p. Road 
2p. Coupe. 

Coupe 

bp. Coach, 
bp. Sedan, 


p. % 
2-4p. Coup 
4p. Conv’t 


“533 
bp. Phaeto 
4p. Runaby 
p. Touring 
4p. Coupe. 
bp. Club. § 


7p. Sedan. 
1p. Sedan 1 


“443 
4p. Runabc 
bp. Phaeto: 


'D. Tourn, 


-D. Coupe, 
r pent 
D. Coupe. 
bp. Club Se 


ip. Sedan... 
‘p. Sedan I 


=—_—= 


A- 
a— 
B— 
Lb— 
Cc. 


~ 


February 16, 1928 
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, ssenger Car Models 
ices, Weights and Equipment of Current Pa a 
Prices, Weights an “s 
P - = = Passengers ae.i2 ‘Se Standard 
en «l= an 2 = 2 
: —_ oo Passengers Ez d em = S53 ae nase Model = = 2 = > Equipment 
~ c= Se/<| S's) Standar Model O-2/8 = Equipmen he 
— — Bo a) Standard Model o-=/s => Equipment bis Oe (QI) —— 
an 5.2 =o ipment (me |Qln 
rd Model me 4 ns en — — “President 8” 1985 
—_— PEERLESS ~.< 7 Sedan. 1985 
' | oRLES | $1595 so mE a 2250 
— “Special” 6-60 2p. Roadster... .. y 5-p. DeL. Sedan. . 
pte... 1225) 2/2980; —— 2-4p. Roadster... . Op. Coupe... 1750 P 
4 Touring...-. fe 43010 Dahne op + . 5p. Sedan....... «| 1795 7-p. DeL. Sedan. .| 2250 
ae Coupe. 1165 Dghor — “8.80” 
rs 2p. Bus eet 1215 Dghinrt p 8 "80" potatos C -}$1985 
bp. Sedan.. 45) : Ughnr . 2p. Loupe 1985 
™ ; 4p, Coupe....--- 1- Dehnr 5p. Phaeton...... Bp. omkun.. 
: 4 Victoria.. | 3 ghn 2-4p. Roadster... . 5p. Sedan........ 1985 STUTZ “BB” 
-_ 2. ae ae ahi Coupe...... “Custom” 
rx dp. ¢ — 1445 wghinrt 50. bd. ne “9 ga” 131” W B. 
m - Bp. Std. Sedan 5p. Tourer....... 2495 2p. Speedster. . . .|$3495 
FX “Advanced” Spt. Sedan p. Sedan seececee 2985 4p. Spe sedster.... 3599 
121” W.B 5p. DeL. Sedan 7p. Sedan........ 3285 4p. Speedster. . .| 3845 
rs Roadster..... 1475 6-91” 2p. Black Hawk. .| 4895 
. : To ring... . 1340 5p. Phaeton .... . ’ Black Hawk. .| 4945 
> N...eeee0) 1425 o4 Roadster... . ROLLS ROYCE Fa Couve....... 3495 
4 — sakanetnton 1495 rt ones =. —— 5 r Vic. Coupe. . .} 3495 
rx = “fn VK tg ‘ Lad « ; 304 
127 W.B. 4p. a Open Models.... 5p. Sedan...... dé 
7p. Touring. rye Sp. Somea.. ss enns Closed Models....} § 5p. ye > jt. 
ct ag hl 1595 P38" WB. “New Phan” 145” W.B. 
" | 4 Coupe.. Soe. 7-p. Sedan. Open ooo" * } 7p. Speedster... .. nee 
is ae ee 1990 — 120" WB — tp, Sedan Lim. | 3995 aeghjlmnprtx 
rt ye mp. Sedans. | 2165 and Bp. Coupe... = eel 
" P 13344" W.B. .. Roadster... ... = 2p..Bla ok Hawk. 4895 
2 op ee. oe . a po Sp. a be cecces oa 
‘p . s o. O-p. HEGAN. «+26. -- p. NeGAaAN......-- - 
OAKLAND ‘AA-6' $1095 7p. Cus. Sed. Lim. 5-p. Sedan....... 570 4p. Coupe. oe te pre 
a. Raster...} 1075 ee Up, Landes Sei... 
4p. Sp , ns oocees 
ip. Cabriolet. . a 5p. Ber. Lim..... a 5p. Sedan........ por 
4 ee toa. 1045 op683" a =e ~ oe 4745 
-0- ‘0 See 
4 4d. Sedan.....} 1145 4p. Roadster. .... $3250 oP Limousine... 4995 
bp. Land. Sedan. .] 1265 RROW 3250 7p. Landau Lim...) 5295 
WX = A 4p. Touring seeeee “Salen 4 eaas 
edan.... 
- 2p. ened. 4p. Cab. Rdstr. ae 3550 a PW Sedan... .} 6345 
: 4-p. Touring..... 7p. Con. T’n Car.] 6895 
: OLDSMOBILE ‘Conv't Raster. 7 bp. Cus. Sedan. ..| 3350 
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—— a KEY TO SYMBOLS: insite e—Vanity set. 
th snare i—Trvnk and trunk rack; o— Cigar lighter w— Windshield wings. 
A—Wood wheels with spare ¢—Disk wheels Se — (Ss =n 
= —Sp = ight. : 
B— We he oe ag with spare. - a b . hoy nee Spare ng erg dicator. —vee ce smoking set: §—Prices on application 
a f—Front bum —Engine heat indica hemes. 
bers. m u—Sm set. 
C—Untional heel with spare Ribera ot Fg o—Dash gasoline gage a 
Type of wheels optional. 
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| Throughout every section of Ameri- the greatest sales for any similar 
. ca, enthusiasm for the Bigger and period in their histories—and pre- 
j Better Chevrolet continues—with dict a record-breaking business 
pencengpe yr ene my the display throughout the months to come. 

E yg, eal ‘na sae, Acgrepmetsonen Coming at the close of Chevrolet’s 
of mobile created such intensive wide- a uccessful year, this great new 
- - dj ; car has established the Chevrolet 
E pread interest over so great a period dual . 

if ili ienmcndiinedinemeanmeelnnianae ealer tranchise as one of the sound- 
fl . est and most desirable in. the entire 
: Chevrolet dealerseverywhere report automobile industry. 

; NEW LOW PRICES! 

/ Poi, .. 405 Be... 2505 Pelt. 7s 
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f diy . . 9585 Giese 8665 MEGRSHEM,) 9375 

ike CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 

ZZ Division of General Motors Corporation 
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Men from the Studebaker 
organization make good as 


Studebaker dealers 


HE men on the inside of a motor car organization 
know whether or not it pays to sell its products at 
retail. Many former Studebaker factory men have 
invested their savings in the Studebaker-Erskine franchise. 


That is strong evidence of its profit possibilities—in large 
and small centers alike. 


Here is a partial list of former Studebaker men who have 
become Studebaker dealers! 

















af, 
eo NAME ORGANIZATION LOCATION 
eS Pa ee ....Twin Falls, Idaho 
| Arthur Barrett.......... Barrett-Delemarre Motors............ Bay Shore, L.I., N. Y. 
F. W. Beinecke..........Studebaker Sales Co. of Newark............... Newark, N. J. 
W. A. Bloodworth....... ee re Charlotte, N. C. 
Harvey L. Burchell...... ee Salinas, Calif. 
Himo ©. Callender.......EHimo O.Callender........ 0.0... cc ccc cece: Ashtabula, Ohio 
B. R. Carpenter..:...... ee Los Angeles, Calif. 
| Pe oY 0 Pittsburgh, Pa, 
James F. Dowling....... WON We Mev ccc ice cccccseccececceses Watertown, N. Y. 
| F. K. Maitland..........Studebaker Sales Co., Inc.................. Des Moines, Iowa 
Be. Hy BOOMNTO. . ww. oe oss Studebaker Sales Co. of Philadelphia........ Philadelphia, Pa. 
| Harold H. Hawisher..... eS oe Lima, Ohio 
| ee eee Commercial Motor Co., Inc... ...........005: Shreveport, La. 
Mowry A. Irwin.........Franciscan Motors, Inc.............. Albuquerque, N. Mexico 
3° eee Pe ee Sacramento, Calif. 
I No sikc vk es an eneeeeeneeweawass Danbury, Conn. 
P. E. SANDS SS Sa Studebaker Sales Co....................i00.- Pittsburgh, Pa. 
‘ President, Sands Motor Company W.S. Jewell, Sr..........The Winfield S. Jewell Co... ................ Columbus, Ohio 
tudebaker-Erskine Distributor in Seattle I. C. Jones ieteieetees Gehan t f ’ 
Disiienlietns eet j esis kcaceeeens udebaker Sales Co. of Newark............... Newark, N. J. 
per eee SS 6 i a+ code cwawsbeeaeeneeeebes Pasadena, Calif 
with his own eyes how much more net profit asadena, Laill. 
Studebaker dealers earned each year. OF Pasadena, Calif. 
ae John K. Leander........ 8 Portland, Ore. 
/ > Dawid C. Lee. .... 2.065. ES eee eee Flushing, L.I., N. Y. 
/ i — See ee Joplin, Mo. 
, C. . Biomieim. .. oc cee The Mankin-Ferris Co.......................4.. Akron, Ohio 
4 ee The Selck-Olrich & Steuhringer Co............Columbus, Ohio 
| Nelson S. Riley......... Studebaker-Riley Co....................... Kansas City, Mo. 
| R. B. Russell...........J. Arthur Applegate, Inc................. Perth Amboy, N. J. 
| eT TT Te NS 6 ce vkb beeen deawesewouns Grand Rapids, Mich. 
Pee ee Sands Motors Company...................... Seattle, Wash. 
| A x ov eee e ene ns Sem Gs Mosenfeid.. 0. ccc ccc cece ens Yonkers, N. Y. 
| Karl H. Schnoor.........Karl H. Schnoor, Inc.................... Battle Creek, Mich. 
ETT Te snoles Motor Co., Inc................ceceee: Elizabeth, N. J. 
| L. W. Simpson.......... Studebaker Sales Co. of Kentucky............. Louisville, Ky. 
| Bis Ei oc cn scccens W. J. Leicht Auto Co...................... Beaumont, Texas 
£ | G. W. Sweet............ Studebaker Sales Co. of Boston................ Boston, Mass. 
: J. R. Towneend......... J. R. Townsend Co........................ San Diego, Calif. 
Chester N. Weaver...... Chester N. Weaver Co.................. San Francisco, Calif. 
wy | Se L.S. Weeks Company....................... Stockton, Calif. 
DAVID C. LEE ee Studebaker Sales Co..................... Minneapolis, Minn. 
a pg syne : pt “ aa a | Arnold B. Ensley........ Arnold B. Ensley.............0000. ccc cee euee Daweh Mich. 
“ saleemam with the Mew Werk beanch. Leo —_ alae —- we — TTT TT OLE TET ECT TTT eee TT Detroit, Mich. 
ized the profit opportunities of Stude- ¥, Bi GTO, 2. nw wo oes onne ee ae Detroit, Mich. 
baker dealers. So he invested in this valu- B, Be, Weber. . ow cc cccn O’Donnell-Waldner Co........................ Detroit, Mich. 
‘ble franchise, “te Be PR cone cves eens EE Tacoma, Wash. 














Deal with America’s: 
most friendly 
factory 


TUDEBAKER men who have taken Stude- 
S baker-Erskine franchises know that every 
Studebaker factory executive is “dealer- 
minded’’—that they view the dealer’s problem 
from his own viewpoint. President Erskine him- 
self has pioneered many policies for dealer protec- 
tion against loss—in case of price reduction, ter- 
mination of contract, etc. Vice-President Hoffman 
was and is a Studebaker dealer—he understands 
your problems because he has lived them. Vice- 
President Vance was formerly sales manager of 
Studebaker. In charge of production, he views each 
car from the standpoint of salability and lasting 
owner Satisfaction. 


THE STUDEBAKER CORPORATION OF AMERICA 
Department 51, SOUTH BEND, INDIANA 


Please send me full information on the Studebaker-Erskine franchise. 


Name 





Street address 





City and State 





My present business 
(if selling cars now, state make) 








S 














In nine years Mr. L.§ 
Weeks, former factory 
man, built this busines 
with Studebaker profit; 
in Stockton, California, 
“It is particularly easy 
for a Studebaker-Erskine 
dealer to prosper,” said 
Mr. Weeks, ‘“‘because the 
factory’s manufacturing 
and sales policies buil 
good will for the dealer— 
and naturally more proft 
for him.” 





Studebaker’s 4-Line Franchise 
multiplies your profits by 4! 


Studebaker dealers are consistently prosperous 
because they have four times the opportunity 
for profit of the dealer with only one line of cars 
to sell. Studebaker-Erskine cars fill every type 
of motor car demand—with prices from $795 
to $2250. This price range includes The New 
American Edition of the Erskine Six, The New 
Dictator, the world’s champion Commander 
and the New President Straight Eight. A car 
for the low-price buyer as well as for the luxury 
buyer. ) 


Studebaker’s New 
PRESIDENT EIGHT $1985 to $2250 
100 H.P.—80 M.P.H.—131-inch W.B. 


Studebaker’s 
COMMANDER $1495 to $1695 


WORLD’S CHAMPION CAR 
25,000. miles in less than 23,000 minutes 


Studebaker’s 
NEW DICTATOR $1195 to $1295 


CHAMPION OF ITS PRICE CLASS 
24-hour record for stock cars under $1400 


Studebaker’s New American Edition of the 
ERSKINE SIX ................. $795 to $96) 


24-hour record for stock cars under $1000 


New Erskine Contract for smaller communities 


Hardly any capital is required for this contract 
in small communities. No shop need be opét- 
ated. No used cars need be handled. No com: 
mitments need be made to purchase any partic: 
ular number of cars. You can bea Studebaker 
dealer and sell only the new American Edition 
of the Erskine Six, listing at $795 to $963 
f. o. b. factory. If you maintain an Erskine 
demonstrator you are entitled to sell a// othet 
Studebaker models including a comprehet 
sive line of Commercial Cars. 


For complete information, mail attached cou 
pon—or wire direct to Dept. 51, The Stude 
baker Corporation of America, South Bend, 
Indiana. 
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A Big Year Ahead for 


Sleeve-Valve Motor Cars 


Never before has such widespread interest been shown in 
cars powered by the famous Knight sleeve-valve engine. 
And this interest is not confined to the automobile 


manufacturing centers. 


At every automobile show the new Falcon-Knight Six 
models drew great crowds of prospective buyers. These car 
owners were attracted by the outstanding advantages in 
performance and economy of the fully developed Falcon- 


Knight sleeve-valve engine. 


This year Falcon-Knight dealers have a distinctive ad- 
vantage over all competition, in offering a car of highest 


quality throughout, powered by America’s finest motor. 


FALCON MOTORS CORPORATION + DETROIT, MICHIGAN 


Falcon-Knight 


AMERICA’S 


FINEST TYPE 





M O T O R 


OTOR 
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RING TRUE 
D, aw [N 


D YZ 
\ BEARINGS 

















THE JEWELS 
OF THE MOTOR 


The metallurgical and engineering experience 
of the Bohn organization is unexcelled in 
the field of Bearing manufacture. 


Such precision in manufacture has been 
attained by the use of advanced methods, 
that the maximum variation in essential 
dimensions of the Bohn Ring True patented 
process interchangeable bearing ious not 
exceed .00025. 


Finished with a mirror-like bearing surface 
which wears indefinitely, all hand fitting, 


reaming or scraping at assembly is 
eliminated. 


S_ CORPORATION 


ONS AND BOHNALITE CASTINGS 
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-A Phenomenal 
Sales Record 


The rise of Nelson Bohnalite Pistons to their dominant 


position in this industry has been accomplished in the 
space of but three short years. 





ROSIE A mea ae 


And co-incidental with this success, and the adoption by 
automobile manufacturers of Nelson Bohnalite Pistons for 
ha produr, thee has come to MOE GOWNS eV The Light Alley Pio 

. _ Agena With a Steel Backboh 
ness of performance, with greater speed — greater power — — 
instant acceleration and reduced vibration. 





Special alloy steel Back- 
A production schedule of 10,000,000 Nelson Bohnalite bohns are cast in, to control 


: ; . expansion and maintain 
Pistons for 1928 assures that same performance satisfaction sabletaaeen sleaonces 
to a new host of car owners. under all engine operating 


conditions. 


BOHN ALUMINUM & BRASS CORPORATION 


DETROIT r 7 MICHIGAN 
Also makers of the famous Bohn Ring True Bearings 


NELSON 
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g 
When two cars bump at the crossing, with smashing glass, bent 
fenders, etc., the crowd that immediately collects represents 


no particular group of people. It includes bankers, brokers, 
grocer boys, bootleggers, candle stick makers, et al. 


But with your dealer message appearing in the trade’s prin- 
cipal newspaper (edited for 25,000 trade units, comprising 
the industry’s real merchandising effectives), the circulation is 
really effective—with waste comparable to that fractional per- 
centage of impurity that the makers of Ivory soap claim for 
their product. | 


Have you noted the recent changes in Motor Acg, which are 
giving it an odds-on advantage in the automotive news field? 
Moror AcE is getting a lot of favorable reaction from its sub- 
scribers—reaction that spells increasing value to those manu- 
facturers who use its advertising pages. 


Motor AcE circulation is paid. Except for AUTOMO- 
BILE TRADE JOURNAL, which has a fractional advantage, 
the percentage of voluntary subscription renewal is 
the highest of any automotive publication. A charter 
member of the A.B.C. An advertising vehicle that 
will carry your dealer message the whole distance. 


If you are interested in a market analysis to determine, in a 
practical manner, just how your product can best be mer- 
chandised via automotive trade channels, we will be glad to 
place our unusual research facilities at your service. 








“Sipe eae 


A Chilton Class Journal Publication 
CHESTNUT and 56th STREETS, PHILADELPHIA 
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kicks her open, ® Sik when he throttles down, (a ®) when 
“Wa {ll = 
when he does all the testing, listening, and feeling, what 


oreat responsibility rests on the carbureter! 


CARTER CARBURETERS have proved that they can be 
trusted for their share, when it comes to making good 
on all the work, words and dollars represented by new 
models. [hat is one reason why better than one of 
every three cars now being built is Carter-carbureted. 


Carter is by far the largest carbureter manufacturer. 


CARTER CARBURETOR CORPORATION, Saint Louts 





CARBURETER 
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Several years ago we began to consider 
the problem of stopping wwotor vehicles 
—a problem every bit as important as 
making them run properly! 


We made and discarded 17 
different designs. We did 
not experiment at the ex- 
pense of the industry. 


Today, we offer the indus- 
try the Cowdrey Brake 
Tester—the machine that 
measures brake resistance 
under actual road _ condi- 
tions. Makes brake adjust- 
ment a one man job! It 
finds the low wheel—de- 
tects the egg-shaped drum 


—predicts the stopping dis- 
tance and maintains the 
braking “system at maxi- 
mum efficiency. 


There is'a Cowdrey Brake 
Tester designed for your 
requirements, factory or 
service. There are installa- 
tions in 26 states and 14 for- 
eign countries. COWDREY 
BRAKE TESTER OR- 
GANIZATION, Fitchburg. 
Massachusetts. 


BRAKE | 


Pia 
|. 


February 16, 19 
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Smooths out the ruts 





SUPERIOR 


REBOUND CONTROL 


— Liberal Discounts 
Sell Riding Comfort Order Today 





Ford Model T .......$6.50 
\.JOISELESS ball bearing contact insures spring Veod Mats A...... - 8.00 
IN resiliency attained only by using Superior Chevrolet, Pontiac, Whippet 
Rebound Control. In big demand by experienced and all rg _ 
motorists. Nash, Buick, Hudson, Essex 
Reduces spring breakage to a minimum. Made of and all other automobiles, 
; : $12.00 
finest spring steel, oil tempered and drawn. Adds minadiceniaieittities 
> on ° uses, 
riding comfort to the car and prolongs life. $9.75 to $21.00 
. , Denver and West, $1.00 more 
At one-fourth the price of other equipment 
LCE NOW 
The largest builder The profit possibilities in- | Superior Rebound Control, ] 
volved in selling the new 905 60th Street 
of 4-cyl. cars adopts Superior Rebound Control are | Kenosha. Wi 


unlimited. Easy to _ install. | : 
Made to fit the car. Complete [ | n Please 
set consists of six units, ex- | end complete in 
cept Ford models. 


spring control as. 
Standard ........ 





SUPERIOR REBOUND CONTROL, INc. 
2905 60th STREET 
KENOSHA, WISCONSIN 
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Exactly Why 
Timken-Equipped Pinions 
are Better 


February 16, 1:28 
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AXIAL MOVEMENT OF PINION 


LIFT OF PI 
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GIVE OF RING GEAR 
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FULL LINES - TIMKEN BEARINGS 





Since lift and give are chief factors in pro- 
ducing wear and noise, the margin in favor 


E'VVERAL more car makers have adopted 
Timken Bearings to support the pin- 








ion. More are using Timkens on the pinion 


than ever before. This ascendency is the . 


result of the inescapable conclusions to be 
drawn from authentic tests like these: 


When the pinion-mounting of a typical 
production axle was changed to Timken 
Bearings the amount of end movement 
remained approximately the same, but 
the pinion lift was only half as much on 
Timken Bearings, and the give of the 
pinion was only half as much! 


THE TIMKEN ROLLER BEARING CO., 


of Timken Tapered Roller Bearings is over- 
whelming. Repeated tests, supervised by 
interested motor car manufacturers, invari- 
ably produce similar results. 


Modern engine speeds and acceleration 
rates have brought serious problems. The 
extreme precision and rigidity essential to 
durable, quiet rear axles is inherent in 
Timken tapered construction, Timken 
POSITIVELY ALIGNED ROLLS and su- 
premely durable Timken-made electric stee!. 


CANTON, OHIO 
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PISTONS 
FITTED WITH PINS 


Arrow ae standards are the same for both 
and replacement. The motor’s 
ancien in the field must be carefully 


maintained. 
ARROW HEAD 8S8TEEL PRODUCTS COMPANY 
Buffalo Minneapolis, Minpesota Chicago 








Axle and Drive Shafts 











Makes the CHEVROLET the fastest |} 
Four Cylinder Car in the World }} 
R & R MFG. CO. ANDERSON, IND. 




















PUT UP YOUR HUTTO SIGN 


Te get the Hutto sign: Tear out this advertisement and send us your 
name and address together with the name of the jobber from whom 
you beught your Hutto. 


If you peven's a Hutto A eee for a copy of 50 page book: 
‘‘Proat frem the Daily G 


HUTTO ENGINEERING CO., ING. 


Lycaste Avenue Detroit, Mich. 
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AIR COMPRESSOR CORPORATION 


orristown, Pennsylvania 
























Write for the Book 


BRUNNER AIR PROFITS” 


AIR COMPRESSORS oe | Shows fh 


uses for com- 
fy 4A 
i dicebaraienammamee 


[BRUNNER MFG. CO. 





























Biglet 
Better “ Built Trunks 


BIGLER MANUFACTURING CO. 
CHIPPEWA FALLS, WIS. 























(EXPANDER TYPE) 





FLEXO a: 


> RINGS 


SECOND YEAR ‘SATISFACTORY SERVICE 
“OIL CONTROL’’ PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO. TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 











S TANIATOR 


st repeated boilings and fpoenenes, Built to last the full 
yr gan of the — Complete radiators for Fords, Chevrolets, Dodges and 
Maxwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


J. C. Black Mfg. Co., Inc., Oil City, Pa. 





FREDERICKS 


Rewinds 


a low prices: Rewinding or exchanging any 
unit type of automobile generator or 


H. M. FREDERICKS CO., Loek Haven, Pa. 











WHEEL COMPANY 
Philadelphia + Detroit 


Every year more motorists 
are hah eee 
@) Ga byt els BUDD 




















Valve Face 
\) 


< Grinding Machine 
Before you buy any valve grinding machine, it will 
pay you to investigate the ‘‘Sioux.’”’ N othing like it! 
Ask Your Jobber About It. 


| ALBERTSON & CO. Sioux City, Iowa 














Do you know about 


HOUDAILLE 
Hydraulic Double Acting 


SHOCK ABSORBERS ) 


Write 
Houde Engineering Corp. 


539 E. Delavan Ave. Buffalo, N. Y. 























SHOP EQUIPMENT 


The Breeze Line of Shop Equip- 
ment includes over thirty items 
—and every one will increase the 





earning power and efficiency of 


“Buy of Breeze”’ your shop. Write for details. 


BREEZE CORPORATIONS, INC. 
24 So. 6th Street Newark, N. J. 

















**Bellevue’’ 
Side-Plate 
Trunk 
Carriers 


oe Most efficient 
Sc: “ for all Cars 
The Bellevue Mig. Co. 











Bellevue, Ohio 











CLASSIFIED ADVERTISING 
RATES 


Ten cents a word is the rate for all undis- 
Played advertisements set solid, regular want 
ad style; minimum charge $1 an insertion. 
All capitals, 12c a word; all capitals, leaded, 
15Sc a word. Payable in advance. 


MULL | , : 











To locate business opportunities 
To sell, rent, exchange or buy 
To find men or employment 


THE CLASSIFIED DEPARTMENT 
WILL HELP YOU 





CLASSIFIED 





WANTED—WE PAY CASH for old magneto 
points and contact points. Send us all you have. 
Satisfaction guaranteed or points returned. 
SPRINGFIELD SMELTERS CO., 3860 
Roosevelt Road, Chicago, IIl. 


























DOVER 


SAVAL 
Liquid Oil Measures 


~ ew of heavy steel, “per 

qguered. A cual product. 

The universally known thumb op- 

erated valve control is simple, 

ee and fool-proof. Spout 
ility means speed, service 

ad satisfaction. A simple, oil 


perfect OtL-ALWA YS. 
DOVER MEASURES 
= valve control and ofl strain- 


device, are made in 1-2-4 
quart capacities. 








Manufactured by 


DOVER STAMPING & MFG. CO. 
CAMBRIDGE A, MASS. 


























Why Pay More For Less ? 


fm Average Good 
jCrane... . $110 


YOU SAVE . $ 32 


ae age 4 buy “ACE” ee 
and a e saving to pur- 
chase a | some other needed 





equipment. How About You? 
Write for of Grease-Racks, Portable Inclines, Steel 
Horses, Tire etc. . 

Jobbers! It will pay you to write for the “A. C. E.” Proposition. 


AIR COMPRESSOR & EQUIPMENT CO. 
288 E. Genesee St., Buffalo, N. Y. 

























There’s always 
something new just 
at hand for the 


regular reader of 


MOTOR AGE 


























Shop 
Equipment 


for Battery and 
Electrical Service 
4358 Roosevelt Road Chicago, Illinois 

















Stops Pump-shaft Leaks and 
Saves the Winter Solution 


CONNEAUT PLASTIC METALLIC PACK- 
ING will keep the water-pump tight no mateer 
what winter solution is used. 


All sizes in one can. Stocked with your Jebber 
TD ie nem ewan mia $1.75 per Ib. 
DE nesecenesecenses $1.60 per Ib. 
THE CONNEAUT PACKING CO. 

Conneaut, Ohio 
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The Advertisers’ Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly, 
No allowance will be made for errors or failure to insert. 


A 
Air Compressor & Equip- 
EE. sess wine keeue 68 
Atborteen B GOseccccecvsecs 67 
Arrow Head Steel Products 
ah i i ide eed ei Ae ele de 67 
B 
Bellevue Mfg. Co., The...... 67 
Pee? Bee, Gwe cccecccesdc 67 


Black Mfg. Co., Inc., J. C... 67 


Bohn Aluminum Brass 


rr 60, 61 
Breeze Corporations, Inc.... 67 
Brown-Lipe Gear Co....... 3 
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MOTOR AGE 





Nearly One Half 


of all the cars that pass your 
door are SILENT CHAIN 
equipped. 


Like all other moving parts, 
these chains are subject to 
wear and occasionally have 
to be replaced. 


There is a “WHITNEY” 
CHAIN for every car with 
a chain driven front end. 


Build Customer Good-Will 
Replace only with 





party te 


Quiet and Permanent 
Replacements 








THE WHITNEY MFG. CO. 
HARTFORD, CONNECTICUT 
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Ethyl goes 


ONSERVATIVE fellow, old 

John Bull. Doesn’t accept a new 

improvement until he is sure it is an 
improvement. 


That’s why the introduction of Ethyl 
Gasoline into England has an especial 
significance. Ethyl is now available to 
the British motoring public through the 
service of one of the oldest and largest 
British oil companies. 


And the reasons why Ethyl has gone 
abroad are the reasons why more than 
1,000,000 American and Canadian car 
owners are riding with Ethyl. 


ETHYL GASOLINE 4 


to England 


Ethyl Gasoline is the standard “anti- 
knock” fuel by which other motor fuels 
are measured. It is selected gasoline to 
which has been added “ETHYL” fluid 
...the principal ingredient of which is 
tetraethyl lead ...a patented compound 
developed by General Motors Research. 


It delivers more power from each gal- 
lon of fuel— more power on hills and 
heavy roads... quicker pick-up in traffic 
... reduced gear-shifting . .. generally 
increased engine performance. 


ETHYL GASOLINE CORPORATION 
25 Broadway, New York City 
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This Handbook 
contains thou- 
sands of dollars 
‘worth of valuable information and is 
| yours for the price of a two-cent stamp. 











FILL IN AND MAIL THE ATTACHED COUPON. 














THE MANLEY MEG. CO., 

YORK, PA., U. 5. A. 
Please send me a copy of the new Manley Car: Washing Handbook. It is understood. 
this will be sent FREE. 
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AMERICAN 
CHAIN COMPANY Inc. 
in business 
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for Buicks 


for Buick Dealers 


More Buicks were sold in 1927 than in 
any previous year in Buick history. 


New sales records were established by 
Buick dealers throughout the land. 


And Buick’s reception at the Automobile 
Shows indicates that this record business 


will grow to even greater proportions 
in 1928. 


The Buick franchise becomes more valu- 
able every year, as increased demand 
for Buicks brings increased prosperity 
to Buick dealers. 


BUICK MOTOR COMPANY, FLINT, MICHIGAN 


Division of General Motors Corporation 


BUICK 


Those who desire the Buick franchise 
should have their names on file 
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